MINNESOTA MUTUAL 


Ranks with the biggest and best on the 
six fundamental measures. For in- 
stance, take percent of interest earned 
on assets during 1936. Figures shown 


are the NET rate. 


2 Average of 25 largest companies 
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A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for yoursagents. 
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A unique supervisory system. 
Organized Selling Plan. 
Unusually effective selling equipment. 


Sens Pre Yr > 


a Policies for every purpose: Regular — 
the Juvenile — Women — Group — Payroll 
: Savings, etc. 

10. Low Monthly Premiums. 


A $200,000,000.00 Mutual Company, 57 years old with an 
understanding co-operative Home Office. 


This is the fourth of six statements of FACT about the Minne- 
sota Mutual. If you want them all at once, write us for our 


booklet "FACTS." 


THE MINNESOTA MUTUAL 
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- + Security—Peace of Mind - - 





The couple who include life insurance in their. plans include a 
large measure of security and peace of mind, Those words indeed 
seem to me almost a definition of Life Assurance, and that is 
why you find them included in our “‘four-bar signature.’’ The 
insured man lives with assurance that he and his family are 
fortified against adversity. 
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LIFE INSURANCE 
QUESTION BOX 


Q. How much insurance ought a man have 
who earns $3,000a year, has a wife andtwo 
small children, and has saved little? 


A. No hard and fast answer can be given. 
The Equitable suggests $15,000 as reason- 
ably suitable — provided it is worked out 
in a plan to safeguard the family. An 
Equitable agent can explain this in detail. 


Q. How much life insurance is in force 
in the United States and Canada P 


A. About $104,000,000,000. 


Q. What is Salary Savings Insurance ? 


A. A plan whereby a group of employees 
may obtain life insurance or retirement an- 
nuities (with the employer’s cooperation). 
Payments are regularly deducted from sal- 
aries and sent to the insurance company. 


Q. What is meant by living insurance? 


A. Life insurance is for the living. It makes 
life more secure for the policy-holder as 
well as for his beneficiary. 


The Equitable welcomes questions concerning 
life insurance. Your note to ‘‘The Equitable 
Counselor’’ at 393 Seventh Ave., New York, 
N. Y., will receive prompt attention by mail. 
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Cruise Was Taken 
on Great Lakes 


Minnesota Mutual Life People 
Hold Meetings on Board the 
“Alabama” 


CUMMINGS AT THE WHEEL 


President T. A. Phillips Gave an Illum- 
inating Address on Life Insurance 
Company Investments 


By H. J. BURRIDGE 


A novel and effective agency conven- 
tion was held this week by the Minne- 
sota Mutual Life in the form of a three 
days cruise on the Great Lakes. The 
S. S. “Alabama” was chartered for the 
trip, and the route was from Chicago 
to Sault Ste. Marie and return. The 
agency and home office group present 
with their families numbered 250, the 
largest convention gathering ever assem- 
bled by the company. 


Harold Cummings at the Wheel 


Harold J. Cummings, vice-president 
and superintendent of agencies, was in 
general charge. He is particularly adept 
at handling a convention crowd. Not 
only does he know and call all of the 
general agents and producers by their 
first names, but their wives and children 
as well. The Minnesota Mutual has al- 
ways fostered and developed the family 
spirit, and at its agency meetings man- 
ages to include the entire group in the 
activities. 

Its conventions are held every 18 
months. This one began with an open 
house at the home office. The men 
were the luncheon guests of President 
T. A. Phillips, and the ladies were en- 
tertained at the St. Paul Women’s City 
Club by Mrs. Phillips. There was a 
tour of St. Paul, and then the trip to 
Chicago on the “Zephyr.” On shipboard 
a four page newspaper, “The Auracle,” 
was distributed. It was breezy, read- 
able, full of wise cracks and convention 
news. 

Leading Producers Introduced 


Mr. Cummings opened the first busi- 
ness session by introducing the leading 
producers, and then R. H. Pearson, Ft. 
Worth, convention president (based on 
Production) took charge. He presented 
President Phillips who discussed at 
some length the investment facts devel- 
oped in a recent article by R. A. Lovett. 
Mr. Phillips said that the investment 
experience of the past five years has 
Convinced everyone that securities are 
Not secure. It has been seen that cor- 
Porations decline or die for the same 
feasons that individuals do. 

The figures presented by Mr. Phillips 
showed what had happened to 20 “blue 
chip” bonds and the same number and 
kind of stocks acquired in 1901, 1910, 
1919, 1926 and held to 1936. The results 


(CONTINUED ON PAGE 12) 


Companies Soon May Curb 
Policy Option Privileges 





nies may ke expected to tighten up on 
complicated settlement option provisions 
very shortly, according to O. F. Gra- 
hame, assistant secretary Guardian Life 
of New York, who enumerated some of 
the probable changes at the New York 
City C. L. U. chapter’s final meeting 
of the season. 

These changes, he said, will be de- 
signed to simplify payee provisions and 
contingencies under which income will 
be paid; printed forms will be insisted 
upon, eliminating manuscript settlements 
almost entirely. Payment will be con- 
fined as far as possible to identified 
persons. Fancy provisions covering re- 
mote contingencies, such as_ possible 
payment of double indemnity under the 
policy, will be cut out. 


Reasonable Period of Time 


Income payments will be confined to 
two lives in being, or some such rea- 
sonable measure, Mr. Grahame pre- 
dicted, eliminating provisions that obli- 
gate companies for several generations 
to come. Restrictions on withdrawals 
and on beneficiaries shifting from one 
option to another are quite likely. 

“In general agents will be expected 
to get back as far as possible to their 
original function of underwriting and 
away from being lawyers, executors, 
guardians, trustees and bankers,’ he 
said. “Give the insured a simple settle- 
ment program but keep it up to date.” 

Another point that demands attention, 
though from the New York State legis- 
lature rather than from companies, is un- 
certain legal status of secondary bene- 
ficiaries under settlement options when 
these options are selected by the pri- 
mary beneficiaries. The legislature 
should act to free life companies from 
this dilemma. With 35 to 50 percent of 
death claims currently paid under op- 
tional modes of settlement, it is highly 
important that this situation be straight- 
ened out without delay. 


Finds Law Indefinite 


“The existing law,” he continued, “is 
so indefinite that the better practice is 
to name only the estate as secondary 
beneficiary. There is considerable doubt 
that a primary beneficiary has the right 
to control the principal and receive the 
income and also to name _ secondary 
beneficiaries.” 

The legislature is under particular ob- 
ligation to remedy this state of affairs, 
Mr. Grahame said, since it started the 
practice in 1906 by including in stand- 
ard policy provisions a clause to the 
effect that primary beneficiaries could 
elect interest options, withdraw funds 
and name secondary beneficiaries. 

The laws of 1909, however, rewrote 
insurance statutes quite generally on the 
point in question dropping specific lan- 
guage of the 1906 statute and the ques- 
tion of secondary beneficiaries’ status 
was up in the air again, where it has 
been ever since. Until the last few years 
it has not been a matter of much im- 
portance for settlement options were 
relatively infrequent and for compara- 





tively small amounts. 





NEW YORK, June 17.—Life compa- | 





Today, companies operating in New 
York at the end of 1936 held $915,027,- 
000 considerations for supplementary 
contracts not involving life contingen- 
cies, Mr. Grahame said, compared to 
$164,600,000 at the end of 1927. About 
one-quarter of the entire increase in 


‘ companies’ ledger assets is due to con- 


siderations for supplementary contracts. 

Another important settlement option 
angle calling for clarification is the fed- 
eral income tax status of interest earned 
on reserves held under settlement option 
contracts. The Board of Tax Appeals, 
said Mr. Grahame, recently held a com- 
pany could not deduct for income tax 
purposes interest paid merely as part of 
an instalment, and also could not deduct 
excess interest paid under an interest 
option. 

“This would be fatal to a ‘pay as 
earned’ program, under which companies 
would guarantee no rate or only a nom- 
inal rate under the interest option and 
merely pay whatever rate was earned,” 
he said. “It would be a severe blow 
under instalment options, as a company 
would have to earn about 3.45 percent 
to pay taxes and a guaranteed rate of 
3 percent, to say nothing of expense 
factors, before it could pay any excess 
interest. Regardless of technical legal 
considerations, this is not a proper basis 
for determining taxable income.” 

Companies are subject to considerable 
adverse selection from a financial stand- 
point where the beneficiary selects the 
settlement option, he said, since decision 
to choose an option as against taking 
cash and investing it elsewhere will de- 
pend on comparative yield available. 

As possible offsets to this he enumer- 
ated elimination of the interest option 

(CONTINUED ON LAST PAGE) 


May Production Ahead 
of May, 1936, by 7.4% 














With the May results included, new 
life insurance production for the five- 
month period this year is 9.2 percent 
ahead of the comparable period in 1936, 
the Life Presidents Association reports. 
Production in May totaled $804,683,000, 
which was 7.4 percent better than May, 
1936. 

New ordinary in May amounted to 
$490,184,000, gain 6.7 percent; industrial 


| was $239,733,000, gain 4 percent, and 


group was $74,766,000, a gain of 26.4 
percent. 

For the first five months ordinary pro- 
duction totaled $2,492,850,000, gain 10.6 
percent; industrial totaled $1,152,045,000, 
gain 2.3 percent and group $292,042,000, 
gain 30.4 percent. 

Herewith is given the monthly totals 
of the three classes for this year and 
tor 1936, together with the percentage 
gain or loss for each month. 





Pet. 

1937 1936 Change 

January ....$ 670,276 $ 681,451 —1.6 
February 711,825 661,945 +7.5 
March ca0:¢ 0:0 917,780 771,311 +19.0 
| OR eae 832,373 741,366 +12.3 
may SOI 804,683 749,138 +7.4 
TORA) v6 65 ¢s $3,936,937 $3,605,211 +9.2 





Medical Men of 
A.L.C. in Meeting 


Underwriting Non-pulmonary Tu- 
berculars and Pregnant Wom- 
en Reviewed 


DISCUSS VITAL TOPICS 


Prognosis and Selection Taken Up by 
Authorities at Colorado Springs 
Annual Rally 





Medical men of the life insurance in- 
stitution are keeping not only abreast of 
the times in their department but are 
looking far ahead, it was made evident 
in the papers and discussion at the 27th 
annual meeting of the Medical Section, 
American Life Convention, being held 
for three days this week in Colorado 
Springs. The program contains a num- 
ber of unusual topics, such as the ques- 
tion of underwriting pregnant women, 
various aspects of the dread hookworm 
disease, malaria and amebiasis, after- 
math of the epidemic which struck CThi- 
cago hotels in 1933, interesting views on 
writing overweights, etc. 

Many of the medical men arrived 
early to qualify for their annual golf 
tournament for which two cups were 
offered for low net and low champion- 
ship scores and many other prizes do- 
nated by various other organizations and 
companies. 

Notables Extend Greetings 


Dr. D. B. Cragin, medical director 
Aetna Life and section chairman, pre- 
sided, giving his annual address in the 
opening session Thursday. Greetings 
were extended by President C. J. Daly, 
Capitol Life, Denver, on behalf of Colo- 
rado companies; T. A. Phillips, president 
A. L. C. and head of the Minnesota 
Mutual, Dr. C. T. Brown, president As- 
sociation of Life Insurance Medical Di- 
rectors and medical director Prudential 
and Col. C. B. Robbins manager and 
general counsel A. L. C. 

Increasing importance of women in 
life insurance selection was stressed by 
Dr. J. A. Thornley Bowman, associate 
medical director London Life, in a paper 
on “Pregnancy and Its Complications.” 


‘He said much of the country’s wealth 


is in the hands of women, who are bene- 


i ficiaries under life insurance and there- 


fore eventually get the money with 
which to buy life insurance to protect 
their own estates. Insuring women dur- 


fing pregnancy has been fairly general 


and an accepted practice in Great Bri- 
tain for a long time, he said. 


Gives Canadian Experience 


Dr. Bowman gave Canadian experi- 
ence showing that maternal deaths per 
1,000 living births in Canada during 


1926-1934 averaged 5.4, 11,363 mothers 

dying due to childbirth out of the 95,756 

total female deaths in the period and in 
(CONTINUED ON PAGE 11) 
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Comprehensive Survey of Overweights Is 


Made by Actuary Pearce Shepherd 


Interesting conclusions on underwrit- 
ing overweights, most significant of 
which was that somewhat more liberal 
treatment of “overweights is justified, 
not because their mortality is better in 
relation to average weight, but because 
the general improvement in mortality 
which has taken place in recent years 
apparently effects the same percentage 
improvement among overweights as 
among average weights, were given by 
Pearce Shepherd, assistant actuary Pru- 
dential, in his paper on “An Analysis 
of Overweight Mortality,” delivered 
this week at the Colorado Springs 
meeting of the Medical Section, Ameri- 
can Life Convention. His conclusions 
were based on an extensive study, not 
only of the Prudential’s experience but 
that of other companies. 


Notes Improvement Made in 
Regard to Extra Deaths 


“Our build tables indicate ratings for 
the average of carefully selected risks,” 
Mr. Shepherd said. “The best may be 
as much as 15, better than the average, 
but there are many worse than average 
by perhaps more than 15 points. The 
mortality of overweights, measured as 
a percentage of average weight mortal- 
ity, has not improved noticeably, but 
the number of extra deaths for a given 
degree of overweight at a certain age is 
less than it was 30 or 40 years ago. The 
line between standard and sub-standard 
should depend on the extra deaths pro- 
vided for in the first sub-standard class.” 

He pointed out the hazard presented 
when a company decides to be more lib- 
eral than its competitors on overweight 
or any other impairment. 

“The danger in their accepting risks 
that others rate is that they will get 
more than they like of that type of busi- 
ness, and consequently the effect on 
their general mortality will be greater 
than they anticipate,’ Mr. Shepherd 
said. 


Notes Granting Credits 
on Certain Policy Forms 


“The practice of giving credits for en- 
dowments maturing before a certain age, 
or granting credits for a life policy 
which must be surrendered before a cer- 
tain age is attained, should be men- 
tioned. Such a practice is defended on 
the ground that overweight mortality is 
partly deferred to the older ages and 
longer durations. A high mortality on 
endowment plans in the late durations 
is of comparatively little financial im- 
portance because of the small amount of 
risk. If the mortality to be expected 
over the term of the policy is within the 
company’s standard limits, they are jus- 
tified in granting credit to represent that 
fact. The practice is only applicable 
where we can be sure the excess mor- 
tality is very largely deferred. 

“The hazards of overweight come late 
in life and the result in many cases is 
sudden death. While the risk of a dis- 
ability claim is therefore somewhat in- 
creased, the cost is generally below 
average, so that overweight as a whole 
may generally be safely accepted with 
disability providing the rating is not 
over 150 percent. Above that rating 
caution would suggest an additional 
charge. 

“There is some indication that over- 
weights are only slightly more subject 
to accidental death than average or un- 
derweights. They furnish a bigger tar- 
get and are less agile, so that accidents 
may be more frequent. The mere fact of 
their weight may make an accident more 
serious in its consequences than if they 
were of average or underweight. 

“We know that many of our -over- 
weights will die suddenly of apoplexy 








or heart disease. Proof that death was 
not accidental is difficult. It seems only 
the better part of valor not to grant an 
additional death benefit at all to an ex- 
treme overweight. Those rating up to 
150 percent can probably be taken at 
normal rate.” He discussed overweight 
when found in combination with some 
other impairment. 

“The fundamental question we must 
consider,” he said, “is whether the rat- 
ing for height and weight, plus the rat- 
ing for the impairment, fairly represents 
the total risk. A subsidiary question is 
whether, if credits against the height and 
weight ratings are justified for minor 
factors, where there is no important 
debit item, should the same credit be 
granted where there is such a debit 
item? 


Overweight in Tuberculosis 
Cases Deemed Favorable 


“Some of our rating schedules already 
take account of build in combination 
with an unfavorable feature. Ratings 
for overweight with a personal history of 
tuberculosis in any form, or with a fam- 
ily history, or for association, are much 
lower than for average or underweight 
risks. Pleurisy and other related im- 
pairments are treated in a similar man- 
ner. Experience has demonstrated that 
overweight is a favorable factor and our 
ratings reflect it. In effect, what we do 
is to start with a rating for build, add 
an average rating for tuberculosis and 
then give credit for overweight and addi- 
tional debits for underweight. The com- 
bined table is simply a convenience. 

“On the other hand, we have well es- 
tablished ratings for abdominal girth in 
relation to chest expanded which de- 
pends on the degree of overweight in- 
volved. These ratings are so well sup- 
ported by investigation that little com- 
ment is needed. Clearly an excessive 
girth is an additional impairment.” 

Mr. Shepherd said it has long been 
recognized that the combined knowledge 
and experience of medical directors and 
actuaries are required to solve most of 
the selection problems, this partnership 





being essential in underwriting individ- 
ual risks, formulating policies, establish- 
ing rules, planning and carrying out 
mortality investigation, and interpreting 
the results of such study. 

He discussed three practical questions: 
(1) Whether the height and weight 
tables reflect the true hazards of over- 
weight on those currently selected? (2) 
whether risks of the same age, height 
and weight can properly be subdivided 
by giving credit and debit for other fac- 
tors such as family history, measure- 
ments, recent gain or loss in weight and 
occupation? and (3) what should be the 
maximum rating for height and weight 
and these related factors which a com- 
pany may accept at standard rates? 


Speculation and Surmise 
Needed as Well as Tables 


He said most build tables are based on 
the mortality investigation made as a 
part of the medico-actuarial mortality 
investigation and it is in point to deter- 
mine whether tables based on it are ap- 
plicable to risks selected according to 
present day underwriting standards. It 
can be compared to more modern ex- 
perience, but any experience may al- 
ready be out of date, and speculation and 
surmise also are necessary in studying 
this problem. The standard adopted in 
the medico-actuarial investigation repre- 
sented mortality experienced by the 
whole body of policyholders accepted as 
standard, therefore is higher than a table 
based on risks which subsequent inves- 
— would show to be truly stand- 
ard. 

The M-A material was made up of 
policies issued in years 1885-1908, inclu- 
sive, with experience carried to anniver- 
saries in 1909, therefore gave undue em- 
phasis to experience shortly after issue, 
whereas overweight is a hazard which 
increases with advancing age. The com- 
bined experience of all policy years, 
therefore, he said, understated true mor- 
tality of overweight and overstated true 
mortality of underweight and adjustment 
was necessary. He noted the Medical 
Impairment Study of 1929, which laid 





A. L. C. Medical Section Leaders 








DR. D. B. CRAGIN 
Chairman 





DR. W. E. THORNTON 
Vice-Chairman 


Dr. D. B. Cragin, medical director of the Aetna Life, was presiding as chair- 
man this week at the 27th annual meeting of the Medical Section, American Life 
Convention, in Colorado Springs, and at his right hand was Dr. W. E. Thornton, 
vice-chairman, second vice-president and medical director of the Lincoln National 
Life, who according to precedent probably will be elected chairman of the section. 





emphasis on younger lives not ade- 
quately covered by the M-A study, all 
policies rated because of build being in- 
cluded, whereas the M-A study included 
only standard policies and none rated 
because of build, occupation or medical 
impairment. 


Faster Pace of Present Day 
Is Harder on Overweights 


Mr. Shepherd said life today moves at 
a faster pace than 40 years ago. If 
there is a greater strain on the human 
body today, he said it seems reasonable 
to believe life is relatively less easy on 
the overweight than it was 40 years ago, 
He presented a table of comparisons be- 
tween the M-A and M-I-S studies, con- 
cluding that the build tables are not far 
wrong in depicting relative hazards of 
a given degree of overweight; that over- 
weight mortality has improved, but in 
no greater degree than average weight 
mortality. 

In considering the second question, he 
said: “On the ground of plain reasoning 
I believe we will all agree that by proper 
consideration of family history, meas- 
urements, blood pressure and other fac- 
tors, a group of individuals of the same 
height and weight can be subdivided 
into some that are better than average, 
some average and some worse than aver- 
age. This is individual selection and to 
my mind it is the only progressive and 
intelligent way to underwrite business. 
I am in favor of giving limited credit 
and assessing limited debits in over- 
weight cases, so that the final weight 
truly represents the complete picture.” 
He said, however, due to the fact the 
tables are based on lives carefully se- 
lected and thus represent to a certain 
extent only the best of the class, there 
is more room for giving debit than 
credit. 


Decries More Liberal 
Treatment of Corpulence 


There is no-reason why overweight 
should be singled out and treated more 
liberally than other impairments, he said, 
in regard to the third question. 

“My feeling is that a company should 
establish its classification lines on the 
basis of the extra deaths covered by its 
extra premium. These lines will not be 
the same in terms of ‘experience ratios’ 
as they are in terms of their original 
‘rating.’ 

“Statistical studies of combinations of 
impairments can never be entirely con- 
vincing. Besides the two tangible fac- 
tors involved there is always a host of 
other less tangible items.” 

He said there are some impairments, 
mostly of temporary nature, where con- 
ceivably overweight does not aggravate 
the condition. Mr. Shepherd said with 
few exceptions he was opposed to giving 
credits for family history, good distri- 
bution of weight, etc., when an impair- 
ment is present, merely because credit 
would be given if there were no im- 
pairment. 


Credits for Family History 
Not Always Allowable 


He asked why credits for good fam- 
ily history are, justified, and said prob- 
ably the reason is that underwriters con- 
sider such a risk a “chip off the old 
block.” If for any reason there is in- 
dication it is not so endowed with the 
inherited physical equipment and stam- 
ina, Mr. Shepherd asked why it should 
be looked on as any better than aver- 
age. Credits in any case must be givef 
sparingly, he advised, saying it is not 
too conservative to deny any credit 
when there are debits that should be as- 
sessed. 
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Northern Life Is 
to Go Eastward 


Company Is Seeking Admission 
to States West of the 
Mississippi 


WILL EXTEND OPERATIONS 


Vice-President D. M. Morgan Is Making 
a Visit, Studying the Field and 
Arranging for Development 


The Northern Life of Seattle is plan- 
ning to enter Minnesota, Iowa, Ne- 
braska, Kansas and perhaps Missouri. 
It will extend itself to the states west 
of the Mississippi and gradually enlarge 
its operations east of the river. D. M. 
Morgan, one of the vice-presidents, is 
on a trip through the central west mak- 
of the situation, 


ing an investigation 
being accompanied by E. C. Monsey, 
cashier and personnel officer. Mr. Mon- 


sey is visiting head offices studying their 
systems and gathering what information 
he can in his particular line. 


Present Field of the Northern 


The Northern Life now operates in 
Arizona, California, Colorado, Idaho, 
Montana, Oregon, Utah and Washing- 
ton. It is also licensed in Alaska. The 
company has had an interesting history 
and in many cases its corporate per- 
sonality has some individual features. 

The Northern Life ranks about fourth 
or fifth in new life insurance in its home 
state and is first in accident and health 
premiums, Last year its new business 
amounted to about $16,000,000 and it 
has over $95,000,000 in force. It was 
organized by the two Morgan brothers 
without any promotion expense, starting 
business Oct. 9, 1906. D. B. Morgan, the 
surviving brother, has been president 
from the beginning. D. M. Morgan, a 
son, is an administrative officer looking 
after investments and being a general 
utility executive. His brother, Irving 
Morgan, is the agency and production 
head. The control of the company is 
closely held in the Morgan family and 
some 25 percent of the stock is owned 
by other officials and employes. 


Has Excellent Portfolio 


Its assets are over $16,000,000, 49 per- 
cent being in high grade bonds, 19 per- 
cent in mortgage loans, 22 percent in 
real estate, including its famous home 
office Tower building in Seattle, 3 per- 
cent in cash, 23 percent policy loans. 
Its capital is $300,000 and net surplus 
$316,233. It earned 4 percent on. its 
assets, its mortality ratio is 47.8, its lapse 
ratio 8.7 percent and its percentage of 
loading to gross premiums 21.9 percent. 
It has paid dividends to stockholders, 10 
percent each year from 1920 until last 
year when the percentage was made 8 
percent. Its mortgages are both farm 
and city, yielding 4.7 percent net. The 
bonds yield 3.6 percent. 

Writes Both Classes of Business 


The proportion of profits that may be 
Paid to stockholders from participating 
business is limited to 10 percent. It 
maintains separate departments for par- 
ticipating and non-participating business 
and profits are equitably apportioned. 
The articles of incorporation provide for 
Mutualization under certain contingen- 
cies, 

The company has a well diversified 
Portfolio and there are no large single 
Investments. The management has been 
able to hold its expense ratio down and 
Its net cost is low. 

_The Northern Life issues a combina- 
tion of life, accident and health policies 
in addition to its regular life forms on 








Fifty-Five Years 











Cincinnati 


W. A. R. BRUEHL, 

W. A. R. Bruehl, head of W. A. R. 
Bruehl & Son of Cincinnati, managers 
of the Home Life of New York, rounded 
out 55 years of service with the com- 
pany last Saturday. He has had a re- 
markable career. His service, coupled 
with that of other members of his fam- 
ily, adds up to 120 years connection with 
the Home Life. Mr. Bruehl has been 
active in the business and is still alert. 








the annual dividend and non-participat- 
ing plan. It specializes on this combi- 
nation policy. In order to secure acci- 
dent and health insurance it is necessary 
to purchase life insurance. Premium 
notices are sent out in the combined 
(CONTINUED ON PAGE 11) 





Broader Horizons Aim of 
Supervisors’ Association 





NEW YORK, June 17.—The New 
York City Life Supervisors Association, 
which has just closed its season with 
its annual all-day outing, has been a 
major factor in broadening the horizon 
of the large and important group of 
agency lieutenants who are variously 
designated as brokerage supervisors, 
brokerage solicitors, assistant managers, 
unit managers—all, in fact, whose execu- 
tive responsibility for production ranges 
between that of general agent or man- 
ager and personal producer. 

The basic purpose of the association 
when it was organized almost ten years 
ago, was to enable brokerage solicitors 
in the metropolitan district to get to 
know each other better and have an 
entree to each other’s offices. Up to 
that time the present friendly inter- 
change of information about companies’ 
rates, policy proyisions, and practices 
was by no mean§ so universal as it is 
today. Many agencies considered giv- 
ing such information to a rival com- 
pany’s representatives about as Japan 
would consider turning over plans of its 
fortifications to the Soviet government. 


Rivalry Hit Brokerage Men 


This form of competitive reticence 
bore most heavily on the men who had 
to go out and solicit brokerage busi- 
ness and who therefore had to be un- 
usually well informed as to the rates 
and practices of other companies as well 
as their own. And the attempt to shut 
off the information spigot wasn’t doing 
much good, anyway, for the desired in- 
formation could nearly always be ob- 
tained somehow if the seeker were suffi- 
ciently shrewd and resourceful. 

The organization was originally 
known as the Life Brokerage Solicitors 
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Two Gents a Week 


That’s all! Sometimes when Salary Savings Insurance 
is being described to an employer, he objects to what he 
believes his probable cost of bookkeeping and his accounting 
A recent survey shows that the 
cost per individual to the employer in the average case is an 
insignificant 2c a week, or $1.04 a year. 
amount he has enabled an employee to obtain insurance on 
terms of premium payment that reduce almost to nothing 
Not alone one benefit, but a whole 
train, may flow to the employee and to his family from the 
insurance thus procured and maintained. That view makes 
$1.04 a year blush at its trivial littleness. 


Salary Savings Insurance goes a good deal farther for 
The Agent has close contact with the employers, 
and they, insured, become profitable centers of influence. 


And, too, the employees themselves continue to be a source 


time in Salary Savings Insurance, whose earnings are satis- 
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Association and was composed exclu- 
sively of supervisors soliciting business 
from general brokers and surplus lines 
from agents of other companies. Its 
set-up was quite informal until its third 
year. Up to that time the only officer 
was a chairman and the only organiza- 
tion activity the luncheon meetings 
every month. To get across certain 
ideas for the advancement of the bro- 
kerage solicitor’s job and also to dispel 
any idea that the luncheons were merely 
a place to loaf one day a month, the 
association arranged to have general 
agents and others in to talk on the su- 
pervisor’s job and what the general 
agent expects of him, 


Broader View of Job 


Fairly early in the organization’s his- 
tory some of the progressive leaders 
realized that an agency supervisor, to 
attain his maximum value to his general 
agent, should not confine himself to one 
specialized branch of agency operations. 
The soundness of this view was more 
readily appreciated during the depression 
years when brokerage business was 
much harder to get not only as con- 
trasted with the previous period of 
prosperity but as compared with full 
time production during the depression. 

General insurance brokers were prone 
to devote the major part of their time 
to their general insurance lines from 
which they derived their principal in- 
come. Most of them had always been 
content merely to take such life insur- 
ance as came their Way from their gen- 
eral insurance clients and had little idea 
how to go about selling against depres- 
sion sales resistance. Surplus business, 
previously a field for profitable activity, 
was very nearly non-existent following 
the 1929 crash. 


Responsive to Wider Scope 


Although the increased prosperity of 
last year might have lured many super- 
visors back to the one-sided specializa- 
tion of pre-depression days, there was 
more appreciation of the need of well 
rounded activity than ever before. This 
was indicated by the program of speak- 
ers for the luncheon meetings and the 
responsiveness of the members. 

As R. D. Lichtermann, former presi- 
dent and long a pioneer for the broader 
view of supervisory activities, said in 
explaining the program at the beginning 
of the year just closed, supervisors 
should consider themselves as junior 
general agents and become proficient in 
every branch of agency activity, since 
in no other way can they achieve the 
recognition which they desire. 


Speakers on Same Theme 


The speakers at the past season’s 
luncheon meetings were selected with 
this aim in mind. H.G. Kenagy, super- 
intendent of agencies Mutual Benefit 
Life, told the orgznization how the com- 
pany looked upon agency supervisors 
and what the supervisor’s job should be 
if he is interested in eventually getting 
into agency management. Other speak- 
ers were L. C. Sprague, general agent 
Provident Mutual Life, New York City, 
who talked on recruiting, R. G. Engels- 
man, who described the exceptionally 
successful training methods used in his 
agency; and F. O. Lyter, assistant su- 
perintendent of agencies Connecticut 
Mutual Life, who talked on the super- 
vision of agents after they are trained. 

That the importance of the super- 
visor’s job as a training ground for fu- 
ture general agents and managers is not 
exaggerated may be realized from a 
roster of association members who have 
stepped up to such position. Some of 
those who have done so in Greater 


New York are L. A. Cerf, Jr., Fidelity 
Mutual; R. H. Denny, State Mutual; J. 
(CONTINUED ON PAGE 11) 
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Speculate on Possibility 
of Ouster of DeCelles 





MANY EXCUSES AVAILABLE 





Massachusetts Governor Might Desire 
to Act but He Would Face 
Several Obstacles 





BOSTON, June 17.—Possible ouster 
proceedings against Commissioner De- 
Celles of Nassachusetts by Governor 
Hurley constitutes one of the leading 
topics among politicians now that the 
legislature has adjourned, and is receiv- 
ing more and more notice in the news- 
papers. 

Politicians point to some controversy 
between Gov. Hurley and Mr. DeCelles 
some years back in local Cambridge 
politics and to the fact that Mr. DeCelles 
was a strong supporter of Governor 
Curley in the last political campaign and 
did little to aid the present governor. 

The recent compulsory automobile 
liability insurance rate case which re- 
sulted in an overwhelming decision 
against the commissioner, with unusual 
and surprising extended comment as to 
the conduct of the commissioner in the 
matter, and the pending legislative in- 
vestigation of the Commonwealth Mu- 
tual Liability which has become one of 
the insurance scandals in the history of 
the department, have focused attention 
on the commissioner and given the gov- 
ernor an excuse for acting if he desires 
the commissioner’s removal. 


Difficulties of Removal 


Governor Hurley, on the other hand, 
has had some difficulty in removing for- 
mer appointees from office and the tech- 
nicalities he has run up against in other 
cases are likely to inure to the benefit 
of Mr. DeCelles, if he becomes the ob- 
ject of the next attack. The recently 
removed commissioner of agriculture 
protested his removal to the supreme 
court and confusion has resulted. No 
hearing was accorded him before he was 
removed, but with ‘the governor’s coun- 
cil sympathetic to the action, the re- 
moval was put into effect. Just now, 
however, the Republican-majority coun- 
cil is not cooperating with the governor 
and it is not believed the governor would 
be supported in an attempt to remove 
the commissioner of insurance should 
he so desire, and certainly not without 
a hearing, which would likely extend 
over some time. If eventually removed, 
even after a hearing, there would be the 
opportunity for an appeal to the full 
bench and the results of this action 
might not be determined until the end 
of the year—and Mr. DeCelles’ term 
runs out in April, 1938. 


Final Decision Not Yet Given 


The supreme court has yet to render 
the final decision on the appeal made 
from the master’s report on the auto- 
mobile liability insurance rates for 1937, 
and the present commissioner has the 
task of preparing the 1938 rates for pro- 
mulgation only nine weeks from now. 
If the master’s report is overturned and 
the commissioner’s rates for 1937, as 
promulgated last year, stand, he will 
have achieved a popular victory in bring- 
ing about a considerable reduction in 
rates, and if the decision is against him 
it will have an important bearing on the 
preparation of the schedule for promul- 
gation this fall. 

If the governor should decide he 
wished to remove Mr. DeCelles at this 
time and name a new commissioner, a 
big responsibility would fall upon the 
new commissioner of getting out the 
1938 rates. As one of the leading Boston 
papers has said, “It would be too great 
a gamble to tinker with ouster proceed- 
ings against DeCelles with the pros- 
pect that he might go to the supreme 
court and win, a procedure that would 
make invalid the motor car insurance 
rates that, might be promulgated by a 
successor.’ 





Ellison Service Offers 


Reply to “Time” Article 





The Ellison Service of Springfield, 
Mass., which is a consulting organiza- 
tion on insurance but which does no 
selling, has written to “Time” in regard 
to its recent article entitled “Protection 
vs. Investment” in the May 31 issue, 
which it characterizes as “most un- 
worthy.” The Ellison writer says: 

“IT feel that I am in a position to speak 
out on a subject which others may hesi- 
tate to broach, since our organization is 
sponsored by a group of men who are 
owners of large lines of life insurance 
and has been set up for the purpose of 
giving advice and counsel to those same 
men and to other men in the same posi- 
tion, and to the management of those 
same life insurance estates. Our work 
as such, is not in ‘twisting,’ but in 
making the most of a man’s present 
holdings, regardless of any outside con- 
sideration. We are in\business because 
there is a need for such an advisory 
service which is entirely free from com- 
pany ties, and where a man may call to 
have his particular problems straight- 
ened out, without the feeling that any 
individual company or agent is inter- 
ested in him because of the possible sale 
of new insurance, or the change of pres- 
ent insurance to a new basis. We cannot 
and do not sell any kind of insurance, 
and no one associated with our organi- 
zation can have any interest in the sale 
of life insurance, either directly or indi- 
rectly.” 

Comment on Failures 


The Ellison writer declares there has 
been much unjust criticism leveled at 
life insurance, although some has been 
just and some deserving has not been 
done. “Time” spoke of the failure of 
more than 40 companies | during the de- 
pression years. These “failures” were 
not out and out collapses as people gen- 
erally regard them because in almost 
all cases except in five or six the policy- 
holders lost nothing or did not lose all 
their equity. Attention is called to the 
fact that these failures did not comprise 
any of the well managed worthwhile 
companies. The Ellison Service further 
says: 

“About 5 percent of the organizations 
set up for the purpose of writing life 
insurance have underwritten practically 
all of the life insurance in existence. It 
has been well stated in the remarks of 
an insurance commissioner that ‘no life 
insurance company ever failed or went 
into receivership because of the fault of 
the system of legal reserve life insur- 





ance, and when failures and receiverships 
were caused, they were wholly through 
mismanagement or fraudulent manipula- 
tions.’ 

“We would be interested to know 
where you secured your figures on losses 
of the public through lapse and surren- 
der of life insurance. We cannot help 
but feel that it must have been through 
some of the vicious publications which 
are now taking a public, only too 
anxious to find a reason to cut down its 
insurance holdings, by storm. We will 
agree that the criticism leveled against 
the insurance companies because they 
took advantage of the bank holiday to 
declare a moratorium of their own is 
justified, not because they fulfilled the 
moratorium requirements that the com- 
missioners of insurance placed on them 
and which was done, as you say, ‘on 
legal grounds—so shaky,’ but because 
they did not fight those requirements 
because the insurance commissioners did 
not have such rights. It has been ques- 
tioned upon good authority whether the 
commissioners had the right to compel 
the companies to suspend their fulfill- 
ment of contractual guarantees which 
those same insurance departments ruled 
must be included as policy guarantees 
before the companies were allowed to do 
business within their respective states. 


Reversion to Old System 


“The dual role of life insurance com- 
panies between banking and insurance 
has been denounced by various insurance 
books who recommend a form of insur- 
ance which, if adopted universally, 
would bring back some of the old insur- 
ance conditions which were in existence 
back in the days when fraternal assess- 
ment insurance was the popular plan. 
Your article showed a favoritism for this 
plan of yearly renewable term insurance 
which does not in any way build up a 
cash value, and lends support to the 
statement so frequently made by those 
slanderers of the legal reserve life insur- 
ance system that the insurance compa- 
nies ‘steal’ the cash value by not paying 
it along with the death value at the time 
of decease of an insured. Any person 
who has studied the legal reserve form 
of life insurance realizes that the insur- 
ance company has taken into considera- 
tion the building up of a reserve which 
is set up according to actuarial principles 
found to be sound. This reserve, which 
increases from year to year, decreases 
the risk of the company in dollars, and 

(CONTINUED ON PAGE 12) 





Minnesota Mutual Cruisers 








T. A. PHILLIPS, President 





H. J. CUMMINGS, Vice-president 








Government Going After 
Spurious Mutual Benefits 





MANY COMPLAINTS RECEIVED 





Postmaster-General Farley Declares 
Public Is Flim-flammed by Some 
100 Phony Concerns 





WASHINGTON, June 17.—Launch- 
ing of a nation-wide drive against fake 
insurance companies was announced by 
Postmaster-General Farley as result of 
successful conclusion of two prosecu- 
tions in which A. C. Littlejohn, Spring- 
field, Ill., was given an eight-year fed- 
eral penitentiary sentence in the Na- 
tional Aid Society case and C. E. Hill, 
Lake Charles, La., three years for using 
mails to defraud in connection with 
spurious life promotions. 

Complaints reaching the department 
indicate there are some 100 such fraudu- 
lent enterprises being operated in vari- 
ous sections, costing the public hundreds 
of thousands of dollars annually, Mr, 
Farley said. 


Aimed at Mutual Benefits 


The drive is aimed at so-called mutual 


benefits, allegedly operated “not for 
profit” and which, in order to circum- 
vent state laws, avoid use of the word 
“insurance” and call it “protection.” 
The term “certificate” is used rather 
than “policy” and “voluntary contribu- 
tion” for “premium.” °Confidence-in- 


spiring titles are employed. 

“The promoters,” it was explained, 
“take advantage of the fact that very 
few people read their certificates, par- 
ticularly the fine print on the inside con- 
taining many exceptions and limitations. 
Members are not informed, but bene- 
ficiaries soon find out when the members 
die that the exceptions in the fine print 
wholly nullify any liability of the society. 
The promoters accept persons indiscrim- 
inately up to the age of 85 years, yet 
they claim the strength of the society 
lies in the membership because it is 
“so carefully selected.” They stress the 
point that no medical examination is re- 
quired, and especially appeal to ‘those 
persons who, because of advanced age 
or physical infirmities, can not obtain 
any form of life protection.’ 

“Literature of these concerns contains 
many false representations, including 
statements of fraternal and benevolent 
features, and the claim that they are 
operated on the same basis and plans 
of the old life insurance societies which 
have been successfully operated in Eu- 
rope since the year 1168.” 

Take Advantage of Aged f 

People of 60 to 85 years of age, many 
of whom suffer from chronic ailments 
unknown to them, are led to believe that 
for a monthly contribution of $1 to $1.50, 
their beneficiaries will receive sums 
ranging from $1,000 to $5,000, Mr. Far- 
ley said. But when the member dies, 
any policy payment depends on a “post 
mortem” investigation, and the promo- 
ters make every effort to show he was 
suffering from some chronic disease 
when the certificate was issued, and usu- 
ally find some pretext to deny the claim. 
Usually, no payment is made to the 
beneficiary or the claim is settled for a 
nominal sum of from $1 to $15. 

The usual procedure of the operators 
of these schemes is to insert advertise- 
ments in various newspapers for agents 
who operate wherever they desire. Many 
complaints have been received from per- 
sons in rural communities and small 
towns as well as large cities. The as- 
sociations secure memberships by mail 
as well as solicitation by agents and 
many persons are solicited for member- 
ship through persons already members 
by literature sent through the mails. 

“Tt is difficult to estimate the total 
amount filched from the public each 
year by this class of promoters,” Farley 

(CONTINUED ON PAGE 12) 
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Lackey Counsels Against 
“Curbstone” Legal Advice 





GIVES ADDRESS IN CHICAGO 





Close Cooperation with Lawyers Needed 
to Assure Maximum Service 
Out of Policies 





Life agents have been punctilious in 
not infringing on the functions of attor- 
neys, G. Lackey, Detroit general 
agent Massachusetts Mutual and former 
president National Association of Life 
Underwriters, told the Chicago Associa- 
tion of Life Underwriters at its annual 
meeting this week. He urged the agents 
not to render curbstone opinions on 
legal matters relating to life insurance, 
both for the sake of the policyholders’ 
interest and that of the lawyers who are 
entitled to practice their profession with- 
out infringement by outsiders. 

The two professions go hand in hand, 
he said. There is great need for the 
trained legal advice of attorneys, as it is 
estimated about 80 percent of life insur- 
ance in force in this country is payable 
ina lump sum. Full cooperation of the 
legal fraternity is essential in making 
sure that this money, which will be 
payable in the next 30 to 40 years, will 
go as far as possible in giving the 
family protection for which it was de- 
signed. 

Some Step Over Bounds 


Many agents have gone beyond their 
own spheres in giving advice and opin- 
ions on wills, trusts, etc., he said. He 
quoted a letter from Nathaniel Seefurth 
of the Seefurth Service, Chicago, written 
in 1935 in which the opinion was ex- 
pressed that very few agents are capable 
of even discussing the subject of wills 
and trusts. Mr. Seefurth said good 
would result from the agents studying 
the legal end of life insurance as a back- 
ground for their canvasses, but they 
should never attempt to render legal 
opinions. Mr. Lackey said this state- 
ment was as true today as when it was 
made: 


Notes “Legal Record” Editorial 


_ The lawyers in some sections are up 
in arms about the inroads upon their 
profession. Mr. Lackey noted an edi- 
torial in the “Legal Record” of Detroit 
last week headed, “The Legal Profes- 
sion and Life Underwriters,” which 
showed there is a reaction occurring 
among lawyers against all life agents 
chargeable to the limited number who 
set themselves up as life insurance coun- 
selors and quasi-attorneys. Mr. Lackey 
noted that several presidents of the 
United States including Abraham Lin- 
coln, died intestate. He said lawyers 
could help greatly to correct this condi- 
tion and should be inspired with confi- 
dence in life agents so they would co- 
operate. 

_ He said when life insurance in force 
in this country rose over 100 billions 
there was a great deal of talk about 
writing the second 100 billions. But, he 
said, since that time there has been a 
mad scramble to rebuild and keep in 
force the first 100 billion. The agents 
of today are putting much more, life 
insurance on the options and thus “cre- 
ating life insurance dollars rather than 
court house dollars.” 


MeKeough Is Installed 


A. E. McKeough of W. A. Alexander 
Co., Penn Mutual general agents, 
elected’ president in a mail vote, was in- 
stalled. The remainder of the slate as 
en reported also was elected. 
Stumes of Stumes & Loeb, Penn 
Mea is first vice-president; A. J. 
Johannsen, Northwestern Mutual, sec- 
ond vice- president, and W. M. Houze, 
John Hancock general agent, treasurer. 
he membership on paid basis stood 
1.255, the high point in the association’s 
history. 
F. G. Bray, Thurman agency New 
England Mutual, Chicago, chairman in 
the “roll call of American youth,” 





awarded prizes on winning letters se- 
lected from 1,853 letters received. He 
was assisted by Miss Lorrain Sinton, 
Mutual Benefit, as co-chairman. 

The legal profession was represented 
by W. R. Matheny, chairman profes- 
sional relations committee, Illinois State 
Bar Association; Hayes McKinney, 
president Chicago Bar Association, and 
Will Shafroth, director national bar pro- 
gram, American Bankers Association. 


Actuaries Hold Field Day 


The State Mutual Life and the Massa- 
chusetts Protective were hosts to 60 ac- 
tuaries and student actuaries at the joint 





field day of the Hartford and Boston 
Actuaries Clubs, held at Worcester, 
Mass. 

C. R. Fitzgerald, actuary, and R. C. 
Guest, associate actuary State Mutual, 
acted as honorary chairman and chair- 
man respectively of a committee of five 
in charge of the meeting. The other 
committee members are M. I. Doxsee, 
assistant actuary Aetna bes Heh, 
Grout, assistant actuary John Hancock, 
and A. C. Patton, assistant actuary 
Massachusetts Protective. 

President Chandler Bullock and Sec- 
retary N. P. Wood of the State Mutual 
were invited guests at the outing, which 
was attended by members from Hart- 













ford, Springfield, Boston, Montpelier 


and Portland. 


Yetka May Stay at Home 


ST. PAUL, June 17.—Commissioner 
Yetka of Minnesota may find it impos- 
sible to attend the commissioners meet- 
ing at Philadelphia next week. With the 
special legislature in session and several 
other matters demanding his attention 
he was undecided this week whether he 
would make the trip but indications were 
that he would not do so. 

Use the accident approach and get more 
business. ' Read Aecident & Health Re- 
view, $2 a year for details. 175 W. Jack- 
son, Chicago. 





AMERICAN UNITED LIFE 
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Figures indicate number 
of clients in each state— 
thus showing vast spreadof 
the reinsurance business 
of the American United 
Life, which it has carried 
on for over 1/3 of acentury. 





RAMOCOMUSCEL wn \niernational Medical Report 
Digest, available to the Medical Directors of all life in- 


surance organizations. This monthly publication is avail- 


able without obligation on application to the American 


United Life Insurance Company, Indianapolis, Indiana. 
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Meeting of Commissioners 
Will Have Many Features 


ARRANGE COLORFUL EVENTS 


Some of the Entertainment Items on the 
Program for Next Week’s 
Gathering 


PHILADELPHIA, June 17.—Next 
week will be a busy one in Philadelphia 
from an insurance standpoint as the an- 
nual meeting of the National Associa- 
tion of Insurance Commissioners will be 
held here, the business sessions starting 
Monday morning. The official head- 
quarters are at the Bellevue Stratford. 
On Tuesday afternoon the city and the 
local Philadelphia committee will tender 
a reception to the visitors in Congress 
Hall. On Monday Philadelphia will put 
on a very ambitious fire demonstration. 
Preceding the demonstration there will 
be a parade starting at Reyburn Plaza, 
consisting of police and firemen with 
modern and old fire apparatus. The 
police band will give a special concert 
at Independence Square. Radio and 
news reels will bring the fire demon- 
strations to the entire country. There 
will be a pageant and historical scenes 
enacted during the demonstration. As a 
final feature of the demonstration Mayor 
Wilson will send an alarm from Box 
1776 in Independence Square and the 
modern apparatus will arrive to show 
how it is being done today. 

Hunt Will Be the Host 


On Monday night Commissioner Hunt 
of Philadelphia will be the host to his 
fellow commissioners at an informal re- 
ception. On Tuesday afternoon there 
will be historical and scenic tours. The 
Pamunkey ceremonial will take place in 
the evening. A banquet will be held 
Wednesday evening. On Thursday 
morning the commissioners are to be 
taken to Atlantic City and a shore din- 
ner is scheduled for Thursday evening. 

On Monday the ladies will be given a 
luncheon in the Lincoln Hall of the 
Union League. On Tuesday they will 
be taken through Wanamaker’s store 
with luncheon in its Crystal tea room. 
At night they will attend a Philadelphia 
orchestra entertainment. On Thursday 
morning they will go on a tour to Val- 
ley Forge. 

The meeting will start Monday morn- 
ing at 10 a. m. with Vice-president 
George A. Bowles of Virginia presiding 
in the absence of Ernest Palmer of IIli- 
nois, who is still in St. John’s Hospital, 
Springfield, Ill, recovering from an op- 
eration. The addresses of welcome will 
be given by Governor Earle, Mayor Wil- 
son and Commissioner Hunt. At this 
meeting Commissioner Mortensen of 
Wisconsin will give a. talk on retrospec- 
tive workmen’s compensation rating, the 
discussion being led by ‘Commissioner 
DeCelles of Massachusetts. 

On Tuesday morning Commissioner 
Blackall will give his address on com- 
pulsory automobile insurance and the 
discussion will be led by Commissioner 
Sullivan of New Hampshire. The final 
business session will be held Wednesday 
morning. 

C. C. Klocksin, legislative counsel of 
the Northwestern Mutual who is the 
scribe of the Pamunkey tribe, announces 
that the ceremonial Tuesday evening 
next week will be in charge of Big Chief 
Joseph Button and there will be a class 
of more than 100 neophytes initiated. 
Only members, which now number 800, 
will be admitted. 


The First National Benefit Society of 
Los Angeles, which operated in Cali- 
fornia for some time, claiming exemp- 
tion from jurisdiction of the California 
insurance department, has been notified 
that it is not entitled to exemption. The 
organization has moved its offices to and 
merged with a society of the same name 
at Phoenix, Ariz. 














Company Changes in 1936 








Since the publication of the 1936 
Unique Manual Digest of THE NATIONAL 
UNDERWRITER, many changes have taken 
place in the company section. There 
were 14 new companies incorporated 
during the year and five mergers. The 
most outstanding merger was that of 
the American Central and United Mu- 
tual Life, both of Indianapolis. There 
were 16 reinsurance agreements com- 
pleted but in many cases the company 
reinsured had been in receivership. The 
largest company in this group was the 
Old Continental Life of St. Louis, Mo., 
which was reinsured by the Kansas City 
Life. A bright side to the reinsurance 
picture is found in the fact that lien re- 
ductions were made on the policies of 
the old Illinois Life, Missouri State, Na- 
tional Life U. S. A. and Royal Union, 
policies. 

Change in the Picture 


The following list illustrated how 
greatly the insurance picture can change 
in a single year. 

NEW ORGANIZATIONS —Big State 
Life, Fort Worth, Tex.; Crusaders Mu- 
tual Life, Dallas, Tex.; Cuna Mutual So- 
ciety, Madison, Wis.; Dixie Life & Ac- 
cident, Little Rock, Ark.; Hoosier Farm 
Bureau Life, Indianapolis; Jefferson Na- 
tional] Life, Indianapolis; Minnesota 
State Life, Minneapolis; Pioneer Ameri- 
can Life, Dallas; Santa Fe National Life, 
Oklahoma City; Security Indemnity Life, 
Columbia, S. C.; Southwest National 
Life, Oklahoma City; State Life, Flor- 
ence, S. C.; *State Mutual Life, Rome, 
Ga.; Union Legal Reserve Life, Hous- 
ton, Tex. 

*Rehabilitated. 

* * x 
CHANGE OF NAME—Cornbelt Life, 


Lincoln, Neb., to Woodmen Central 
Life;- Industrial Health, Accident & 
Life, Philadelphia, to Industrial Life; 


Provident Relief, Washington, D. C., to 
Provident Life; Reliable Life & Acci- 
dent, St. Louis, to Reliable Life. 

tke 5k ak 


MERGERS—American Annuity, 
Omaha, merged with American State 
Life, Lincoln, Neb., under name of for- 
mer; American Central Life, Indian- 
apolis, merged with United Mutual Life 
of same city under name American 
United Life; Cedar Rapids Life, Cedar 
Rapids, Ia., merged with United Benefit 
Life, Omaha, under name of latter; In- 
come Life, Louisville, merged with Lin- 
coln Life & Accident, Oklahoma City, 
under name of Lincoln Income. Life; Pub- 
lic National Life, Little Rock, merged 
with Republic Life, Dallas, under name 
of Republic National Life. 

* * * 

REINSURANCES — American Security 
Mutual Life, Dallas, reinsured in the Cru- 
saders Mutual Life of the same city; Con- 
tinental Life, St. Louis, reinsured in the 
Kansas City Life; Equitable Mutual 
Life, San Antonio, reinsured in the Cru- 
saders Mutual Life of Dallas, Tex.; Fed- 
eral Reserve Life, Kansas City, Kan., re- 
insured in the Occidental Life of Los 
Angeles; Guaranty Old Line Life, Dal- 
las, reinsured in the Pyramid Life of 
Little Rock; Imperial Life, Oklahoma 
City, Okla., reinsured in Public National 





Life, Little Rock, which subsequently 
merged with Republic Life of Dallas, 
Tex., under name of Republic National 


Life; National Aid Life, Springfield, IIl., 
reinsured in Central Life, Chicago, IIl.; 
National Aid Life, Oklahoma City, rein- 
sured in Atlas Life, Tulsa, Okla.; Na- 
tional Old Line Life, Wichita, Kan., re- 
insured in Farmers & Bankers Life of the 
same city; Pioneer Mutual Life, Dallas, 
reinsured in Pioneer American Life of 
the same city; Planet Life, Fort Worth, 
reinsured in Pyramid Life, Little Rock; 
Savings Fund Life, Anderson, Ind.; in- 
dustrial business reinsured in United of 
Chicago; Southern General Mutual Life, 
Houston, reinsured in Crusaders Mutual 
Life, Dallas; Trans-Mississippi Life, 
Kansas City, Mo., reinsured in Business 
Men’s Assurance of the same city; 
Union Mutual Life, Des Moines, Ia., re- 
insured in Occidental Life, Los Angeles; 
Union States Life, Portland, Ore., rein- 
eg in the Provident Life, Bismarck, 


x O* Ox 


MISCELLANEOUS CHANGES—Alta 
Life, Philadelphia, Pa., control and oper- 
ation of company assumed by Industrial 
Life of the same city; Atlantic Life, 
Richmond, Va., majority block of stock 
purchased by Bankers National Invest- 
ing Corporation; Cosmopolitan Old Line 
Life, Lincoln, Neb., placed in hands of 
insurance commissioner for operation of 
company; General American Life, St. 
Louis, first shares purchased under mu- 
tualization plan; Guaranty Life, Troy, 
Ala., control and operation of company 
assumed by All States Life, Montgomery, 
Ala.; Illinois Life, lien reduced to 53.4 
percent as of Dec. 31, 1936; Ministers 
Mutual Life, Boston, management of 
company assumed by Presbyterian Min- 
isters Fund, Philadelphia; Missouri State 
Life, lien reduced 20 percent as of Dec. 
31, 1936; National Guardian Life, Madi- 
son, Wis., mutualization program 
adopted; National Life U. S. A., lien re- 
duced 20 percent as of Dec. 31, 1936; 
National Standard Life, Houston, Tex., 
receiver appointed; Royal Union Life, 
lien reduced 8 percent as of Dec. 31, 1936. 








New Insurance Union in 
Cincinnati Has Collapsed 


CINCINNATI, June 17.—The 
utter collapse of the union for in- 
dustrial agents in Cincinnati is an 
interesting instance of the futility 
of attempting to apply the princi- 
ples of labor unionism to a sales 
organization. It is significant to 
note that the failure of the Cincin- 
nati movement was due to lack of 
interest on the part of the great 
majority of the agents themselves. 
Industrial agents who desire to 
increase their earnings have every 
incentive and encouragement to 
do so through their own initia- 
tive. The experience of union 
movement as applied to life insur- 
ance clearly indicates that there is 
no place for a union in the field 
of life insurance selling. 














THE WEEK IN INSURANCE 





Medical Section of American Life Con- 
vention holds 27th annual meeting in 
Colorado Springs. i" Pagel 

* 


General tightening of settlement op- 
tion privileges forecast for near future. 
Pagel 

*x* * * 


More liberal treatment of overweights 
justified by experience, Actuary Pearce 
Shepherd tells A. L. C. Medical Section 
at Colorado Springs annual meeting. 

Page 2 
* *K * 


Plans are completed for the insurance 
commissioners’ meeting at Philadelphia 
next week. Page 6 

a ee: 

Newspapers of Boston are commenting 
on the possibility that Governor Hurley 
may move to oust Commissioner De- 
Celles. Page 4 

* * x 





Ellison Service of Springfield, Mass., 
makes reply to the recent criticism of 





life insurance 
“Time.” 


in the 


* * * 

North central conference of the Life 
Advertisers Association will meet in In- 
dianapolis July 23-24. Page 6 

ee ok 

How New York City Life Supervisors 
Association has broadened members’ 
concept of their jobs. Page 3 

* * * 

Close cooperation with lawyers in life 

insurance matters urged by G. E. Lackey 


seen magazine 


Page 4 


in Chicago address. Page 5 
* * * 
Government starts drive on phony 


mutual benefit societies following con- 
victions in two outstanding cases. 
Page 4 
Re te ake 
Northern Life of Seattle is planning 
to extend its operations to the Missis- 
sippi Valley. Page 3 





Life Advertisers Body Is 
to Meet in Indianapolis 


CENTRAL WEST CONFERENCE 


Harry V. Wade of the American United 
Life Is Made Chairman of 
Local Committee 


The Life Advertisers Association will 
hold a two-day round table conference 
and discussion in Indianapolis July 23- 
24. The meeting will be held primarily 
for the benefit of the companies north 
of the Mason-Dixon line and west of the 





HARRY V. WADE 


Allegheny mountains, but a cordial invi- 
tation is extended to representatives of 
all companies, regardless of their loca- 
tion. 

Invitations will be extended to the 
presidents, agency managers and adver- 
tising officers of all companies in the 
surrounding states, regardless, of 
whether they are members or not. The 
local committee consists of C. C. Deitch, 
Reserve Loan Life; E. A. Krueger, 
State Life; H. L.. Drake, Jr., Empire 
Life & Accident; C. C. Robinson, 
editor “Insurance Salesman;” Paul 
Speicher, president Insurance Research 
& Review; Doyle Zaring, Indianapolis 
Life, and Harry V. Wade, American 
United Life, chairman. 

The theme will be “To See Ourselves 
as Others See Us.” The Life Adver- 
tisers Association programs in the past 
have been largely built around the talks 
of home office advertising men. For 
this conference, the “lead off” men will 
be persons outside the life insurance 
business who will direct their talks to 
criticisms of life insurance advertising. 
The committee will then allow the home 
office representatives a chance for come- 
back. 


Join Royal Highlanders Suit 


LINCOLN, NEB., June 17.—Two 
more policyholders of Royal Highland- 
ers have filed a petition in intervention 
in the proceedings in district court ask- 
ing that all agreements concerning con- 
solidation, merger or acquisition of other 
companies be declared null and_ void, 
with particular reference to the acquisi- 
tion of the National Thrift Assurance of 
Omaha. They also attack the proceed- 
ings relatiing to the transformatioa of 
the Highlanders from a fraternal into 
a mutual and ask that these be nulli- 
fied. The intervenors charge that if this 
transformation is allowed to stand the 
three directors will have power to change 
it over into a stock company. They 
allege that W. E. Sharp, as managing 
officer, has received for years in salary 
and profits more than $20,000 a year, 
that he is now past 70 and that in a few 
years a change in management will un- 
doubtedly be necessary. 
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Tells Minnesota Mutual 
General Agency Program 





CONCENTRATES ON GOOD MEN 





Number Is Much Reduced—Sets Up 
System for Training Men For 
Future Responsibilities 





In 1930 the Minnesota Mutual had 
1,037 agents, district agents and general 
agents under contract. Today it has 550. 
Last year it had 143 general agents. 
The number is being steadily reduced 
and now stands at 107. These figures 
reflect the sweeping and important 
change that is being made in the agency 
department of the Minnesota Mutual. 
Vice-president and Agency Superintend- 
ent Harold J. Cummings, who discussed 
it in detail at the company’s agency 
convention this week, said the company 
hopes eventually to reduced the number 
of its general agencies to 50. When and 
if this is done he feels that the agency 
department will be able to give the 
very best of service whereas it is not 
able to function satisfactorily with so 
many general agents to be looked after. 

When the company decided to cut 
down upon the number of its general 
agents it discovered that 50 general 
agents were producing 80 percent of fhe 
business. This meant that there were 
entirely too many non-successful or mar- 
ginal general agents who were being 
paid general agent’s commissions, but 
who were not producing the results to 
be expected from a general agent. They 
were in reality district agents operating 
with the title of general agent. Mr. Cum- 
mings’ plan will eventually result in the 
money formerly being spent on unsuc- 
cessful general agents being used to help 
develop the agencies of those doing the 
bulk of the business for the company. 


No Loss of Business 


Mr. Cummings was emphatic in stat- 
ing that the reduction in the number of 
general agents has had no detrimental 
effect on business getting. This year, 
for instance, he estimates that the com- 
pany will write between $24,000,000 and 
$24,500,000 as compared with $22,000,000 
in 1936; $20,000,000 in 1935 and $19,- 
000,000 in 1934. 

Tied up with the program of reducing 
the number of general agencies to the 
point where all remaining will be on a 
truly successful basis, Mr. Cummings 
has worked out a plan for training and 
developing future general agency mate- 
rial. The Paul D. Williams general 
agency in Minneapolis is being used as 
a sort of experimental laboratory. Al- 
ready a number of young men have been 
started through the especially prescribed 
course. They are to be given six 
months of intensive training during the 
course of which they will be paid a sal- 
ary of $150 a month. They will be re- 
quired to operate under the working 
formula provided by the company. They 
will be put on the street for a period of 
six months doing recruiting work, dur- 
ing which period they will be expected 
to attract at least two new men of the 
type desired. At the end of about a year 
they will be ready for the road and su- 
pervisory work. 


Look to the Future 


When sent out by the company after 
the year’s training course they will go 
to a town with the intention of staying 
there from three to six months and for 
the purpose of putting into effect there 
the same sort of a sales, training and 
recruiting program that they themselves 
have been through. After two or three 
yearsof this kind of work these men 
will be given general agencies by the 
company where there are openings. In 
other words, the company expects 
eventually to obtain its new general 
agency material in this way, the thought 
being that its future general agents will 
have just exactly the sort of training 





and equipment that the company wants. 

Mr. Cummings explained that the 
present general agents can use this new 
plan as a potent recruiting tool, because 
the new agent who shows real promise 
will be taken over by the company and 
put through the training course. Thus, 
any new agent of the proper qualifica- 
tions has the opportunity of reaching 
general agency status very much quicker 
than under a less systematic arrange- 
ment. 

Mr. Cummings has a few basic quali- 
fications to which every applicant for 
training must measure. There must be 
exhibited eagerness to work, enthusiasm, 
an alertness of mind, and the man must 
be one who may be regarded as an or- 
ganization man; who will operate the 
company’s way. The minimum age limit 
is 25 and the maximum 35. For the next 
year the Minnesota Mutual intends to 
develop this idea on as large a scale as 
possible, 


Proposes Assessment Law 


Texas laws regulating mutual life as- 
sessment associations should ‘be strength” 
ened, Lloyd Judd of Brenham, Tex., 
urged at the convention of the Texas 
Association of Mutual Life Insurance 
Officials held in San Antonio. He said 
the group should sponsor such legisla- 
tion before it is forced on them. Com- 





missioner Daniel spoke briefly endorsing 
the proposal for reform and stated the 
mutuals should write only contracts they 
can carry out. He said there are more 
than 160 local mutual aid associations 
in the state. J. L. Dickenson of Ne- 
braska, the president, presided. V. G. 
Woolsey of Corpus Christi was a 
speaker. 

J. E. Roberts of Austin was elected 
president; S. T. Cobb, Coleman, secre- 
tary-treasurer; W. D. Beall, San Angew, 
first vice-president; V. G. Woolsey, 
Corpus Christi, second vice-president; J. 
L. Dickenson, Navasota, third vice- 
president; E. A. Smith, Fort Worth, 
fourth vice-president, and Guy E. Wis- 
ner, Lufkin, fifth vice-president. Fort 
Worth was selected as the next conven- 
tion city. 


Aetna Life President’s Trophy 


The F. E. McMahon agency of the 
Aetna Life in Minneapolis has been 
awarded the president’s trophy for the 
western division in recognition of its 
outstanding accomplishment in 1936. 
This award is made in recognition of 
increase in new business, new premiums 
and the percentage of increase of new 
premiums to renewal premiums. Such 
other factors are taken into considera- 
tion in determining the winner of this 
annual trophy as the development of a 





full-time organization, the increase in 
size and average premium per policy for 
the year, accident and health results, 
group insurance, and also the ratio of 
preventable terminations to business in 
force. This is the first time that the 
trophy has been won by the Minneap- 
olis agency. 

The national award goes to Gordon 
Campbell at Little Rock, Ark. J. P. 
Graham, Jr., of Springfield, Mass., is 
given the eastern award; R. S. Edwards 
of Chicago, the central; A. L. McKnight 
of El Paso, Tex., the Pacific coast, and 
F. E. McMahon of Minneapolis, the 
western. President Brainard himself 
makes the selection of those entitled to 
the awards. 


Alabama Income Increases 


MONTGOMERY, ALA., June 17.— 
Collections of the Alabama insurance 
department totaled $927,456 in 1936, ac- 
cording to Superintendent Julian. The 
peak years of 1929 and 1930 were almost 
reached when collections were $1,044,585 
and $1,047,865 respectively. The de- 
partment’s operating expenses totaled 
$24,228. There was $12,067 collected in 
escaped or delinquent revenues. In 1935, 
the total collections of the department 
were $755,436, and in 1934 they were 
only $691,310. 
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SALES RECORDS 





Fidelity Mutual—New insurance for 
May was $2,345,000, an increase of 9 
percent over May, 1936, continuing an 
unbroken record of monthly gains for 
the tenth consecutive month. Insurance 
in force increased $460,000 during the 
month, while net terminations decreased 
4.92 percent. y. 

National Life, Vt—Reports an in- 
crease of $1,064,000 in paid business for 
May, a gain of 28 percent. Insurance 
in force shows a gain for May of $2,- 
013,000. For the first five months new 
paid business has increased 11.9 percent. 

Massachusetts Mutual—Reports $12,- 
615,604 delivered business in May, in- 
crease $210,000; monthly gains uninter- 
ruptedly for 21 months. _ For nine con- 
secutive months comparison is against 
months which were ahead of corre- 
sponding months two years ago. 

Monarch Life, Canada—Written busi- 
ness in May, “President’s Month,” in 
honor of President E. J. Tarr, was high- 
est of any month since June, 1930, Gen- 
eral Manager G. C. Cummings reports. 
Increase 18 percent was recorded, with 
the major gains registered in Manitoba, 
Saskachewan and British Columbia. 

Phoenix Mutual Life—Reports gain 
of 79 percent over 1936 in May issued 
business. The company also experi- 
enced the largest May receipts of new 
premiums in its entire history. Insur- 
ance in force shows increase of $14,572,- 
000 for the year as compared with $7,- 
662,000 for the same months of 1936. 
Voluntary terminations are less by 
$1,500,000. : 

The first quarter of this year the busi- 
ness showed a gain of 6 percent while 
Phoenix Mutual went ahead 25 percent. 
Each month this year, the company 
has made a substantial gain over the 
same month of last year. In May alone, 
increase in new business issued was 
about $5,000,000. A small increase in 
premium rates became effective June 2, 
but June is expected to be another rec- 
ord breaking month. 

Midwest Life, Lincoln, Neb.—New 
production for the first five months is 
50 percent ahead of the same period in 
1936. Part of the gain is due to addi- 
tional man power. Improved conditions 
in the middle west receive credit for 
much of the increase, since the older 
agents are showing better average pro- 
duction. 

Capitol Life, Denver—The first five 
months production increased 28 percent 
over 1936. Representatives are attempt- 
ing to qualify for the 1937 company 
convention in Denver, Aug. 19-21, which 
will precede the National Association of 
Life Underwrtiers convention. 


Great-West Life—Reported gain of 
$1,729,506 in business in force for May, 
a continuance of substantial increases 
recorded in the first four months of 
the year. Business in force now stands 
at $580,053,330. 

Western Empire Life—] mproved 
business volume in the Canadian west 
and better ‘prospects for farm production 
are credited for much of the improve- 
ment this year. New business in May 
gained 150 percent over the same month 
last year, and for the first five months 
was 34 percent above the corresponding 
period of 1936. New premiums in cash 
are 62 percent above the first five-month 
period of 1936. 


United States Life—Increase in paid 
ordinary business for May 78.8 percent; 
total all forms increased 79.3 percent. 
For five months paid ordinary increased 
35.9 percent and for all forms increased 
42.4 percent. 


Connecticut Mutual—During May, the 
company had a gain of insurance in 
force of $2,640,929, although its new 
paid-for business showed a 6 percent de- 
crease. Terminations showed a fine im- 
provement of $4,829,747 over the preced- 
ing month’s terminations of $5,216,983. 
For the year through May, paid-for in- 





surance amounts to $42,213,265 while 
for the same period in 1936, the total 
was $37,448,421, a gain of $4,764,844, or 
12.7 percent. Guaranteed endowment 
annuities and single premium annuities 
still show material gains, both for the 
year and for May. 

It also reports a sharp increase in the 
total volume of life insurance in force, 
which has increased $20,662,956 during 
the last five months. The total in force 
now stands at $960,625,165. 


Business Men’s Assurance—Paid for 
more than 15 percent more business in 
May than in May, 1936, making 23 con- 
secutive months of gain over last year. 

Great American Life, Texas.—New 
business originated since Jan. 1 totals 
$1,396,408, an increase of 334% percent 
over 1936. Renewal premium income 
increased 22 percent. 

W. R. Smith, Acacia Mutual, Cincin- 
nati—Office was inter-branch contest 
winner with $254,250 examined business 
for May, an average of $31,781 per man. 
He was formerly Louisville manager for 
the Berkshire, assuming his present 
duties April 1. 

Earle M. Moore, Minnesota Mutual, Los 
Angeles—Fnished in third place for 
April. G. D. Crafford of that agency led 
the entire field in paid premiums. C. L. 
Doty was the second largest producer in 
the agency. Mr. Moore himself finished 
his convention qualification in April. 

A. J. Hill, State Life, San Francisco— 
May proved to be its heaviest produc- 
tion month since March, 1935, for the 
California agency. May was observed 
as “Hill month”, in honor of the Cali- 
fornia manager. California’s production 
led the United States, maintaining its 
unbroken record of leadership for every 
month of 1937. Harry Seidkin of San 
Francisco led for personal production. 
E. L, Buchanan of San Francisco led the 
Honor Class A. A. Leslie Aron, San 
Francisco, led Class B, and A. E. Walker, 
Redwood City, led Class C. 

W. G. Gastil, Connecticut General Life, 
Los Angeles—Reports 92 percent in- 
crease to June 1. May showed an in- 
crease of 80 percent, although the 
agency was concentrating on accident 
business in celebration of the company’s 
25th anniversary in that line and pro- 
duced 268 percent of its quota. 

A. A. Dewar, Equitable Life of New 
York, Los Angeles—Reports May best 
month this year with larger total than 
any first five months last year. . 

J. Stanley Edwards, Aetna Life, Den- 
ver—Reports 80 percent increase in paid 
business for the first five months. New 
premiums were 75 percent ahead and 
accident business 80 percent. 


Approves Reorganization Plan 

NEW YORK, June 17.—The reorgan- 
ization plan for the Denver & Rio 
Grande Western Railroad, which has 
been worked out by a life company com- 
mittee of creditors headed by Vice- 
president G. S. Van Schaick of the New 
York Life, has been submitted to the 
Interstate Commerce Commission. The 
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RAY HODGES 


Ray Hodges, Cincinnati manager of 
the Ohio National Life, is one of the 
prominent candidates for election as 
trustee of the National Association of 
Life Underwriters at the annual meeting 
in Denver. He has the enthusiastic 
backing of the potent Cincinnati organi- 
zation. 








RFC, to which is owed a collateral loan 
of $10,691,850 and interest of $626,108, 
has indicated its acceptance of the plan. 

Because of the bondholders protective 
committee racket and consequent legis- 
lation to curb the swindling of bond- 
holders already in none too favorable a 
position, the activities of legitimate 
‘bondholders committees in railroad and 
other reorganizations has been greatly 
hampered with the result that life com- 
panies are frequently having to bear the 
bulk of the burden of working out reor- 
ganization plans which are sufficiently 
acceptable to the various parties at in- 
terest to gain the acceptance. 


Stage “Gold Mining” Contest 


The spring competition for Canada 
Life branches in the United States and 
Canada has for its theme the gold min- 
ing industry. Twenty-eight branches, 
each one a figurative “gold mine’ are 
competing for eight trophies. 

Individual representatives competing 
are able to better their status as “gold 
rush” producers according to their per- 
sonal production. Starting out as a 
“mucker,” an agent works up through 
the positions of ’foreman,” “surveyor,” 
“engineer,” “mine manager” and “mine 
owner.” Wall charts ard other contest 
equipment carry out the mining theme. 








complete and final form. 


probably Aug. 1. 


becomes a law. 


copies for $25, 





COPIES OF ILLINOIS INSURANCE CODE FOR SALE 


. As a service to the insurance fraternity, The National Underwriter 
has printed and offers for sale a limited number of copies of the new 
Illinois Insurance Code, as finally passed by both houses of the 
legislature. Included are Senate bill No. 270 and all of the amend- 
ments thereto as finally adopted and concurred in by the House of 
Representatives. This book is the new Illinois Insurance Code in its 


The new code becomes effective in Illinois July 1, but copies of it 
will not be available from the State Insurance Department until 


Several vital and important changes are embodied in the new code, 
and all of those in any branch of the insurance business should be 
familiar with the code’s requirements prior to the date when it 


Copies may be secured from The National Underwriter, A-1946 
‘Insurance Exchange, Chicago, at $3 apiece, 6 copies for $15 or 12 




















Bankers of Nebraska 50 
Years Fete Is Announced 





PLAN AN ELABORATE PROGRAM 





Governor Cochran, Director Smrha and 
Other Officials Are on List 
of Speakers 





LINCOLN, June 17.—The fiftieth an- 
niversary of the Bankers Life of 
Nebraska will be celebrated at Lincoln 
June 23-26. Elaborate preparations have 
been made. The first meeting Wednes- 
day afternoon will be opened with an 
address by Governor Cochran, followed 
by a reminiscent talk by Ivan L. De- 
voe, manager of agencies, with special 
reference to the men who did the foun- 
dation work, and an address by Presi- 
dent Howard S. Wilson, “Glancing 
Backwards.” W. C. Butler, general 
agent at Chicago, will give the response 
to Mr. Wilson’s welcome. In the eve- 
ning a jubilee dance and supper wili be 
staged at Broadview Country club. 

Thursday’s program includes an ad- 
dress by Insurance Director Smrha, 
talks by E. F. Goodrich, general agent 
at Topeka. and R. E. Roush, general 
agent at Custer City, Okla., along with 
a motion picture. In the afternoon will 
be outdoor sports. Stunt night with 
M. V. Lonergan, general agent at Bea- 
trice, as master of ceremonies forms the 
evening program. 


Woman Agent to Speak 


Howard J. Burridge of Chicago, ex- 
ecutive vice-president Tue NATIONAL 
UNDERWRITER, will give the principal ad- 
dress Friday morning. There will be 
talks by Mrs. E. L. Marty, the com- 
pany’s most successful woman agent, 
and by John H. Ames, assistant actu- 
ary. A motion picture will depict how 
to make a sales presentation. After 
lunch the sports program will be re- 
peated. In the evening the golden 
jubilee banquet will be held with C. 
Petrus Peterson, general counsel, and E. 
P. Brown, director of the tenth federal 
reserve bank, as speakers. 

The closing session Saturday morn- 
ing will be devoted to an address by 
Mr. Peterson, presentation of trophies 
and awards by President Wilson, and 
talks by Ralph T. Walker, special agent 
of Topeka, and A. J. Strang, general 
agent at eaver Falls, Pa. 


Special Program for Ladies 


A special program has been arranged 
for the wives embracing teas and 
luncheons, visits to the state capitol, etc. 

The Bankers added 2% millions of paid 
up insurance during its May drive, ac- 
cording to Mr. Devoe. It was the larg- 
est monthly production in its history, 
but being on a paid-up basis no com- 
parison can be made with other months. 
The territory was divided into four min- 
ing camps, each with a presumed rich 
ore deposit. One was headed by Gen- 
eral Counsel Peterson, another by Sec- 
retary Sanders, another by Président 
Wilson and a fourth by Treasurer 
Drake. They finished in that order. In 
a bulletin of congratulation to his 
“miners,” Mr. Peterson said he had 
proved the soundness of his sales phil- 
osophy, which was to let the men in 
the field do the work while he went 
fishing. 





Horner to Sign Illinois 


Code in Hospital Rite 





Gov. Horner will sign the Illinois in- 
surance code bill this week with a spe- 
cial pen purchased by the Illinois As- 
sociation of Insurance Agents. The 
ceremony will take place in St. John’s 
hospital, Springfield, where Insurance 
Director Palmer is confined following an 
appendectomy. Mr. Palmer will go to 
his home probably this week-end. 
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Philadelphia Host 







OWEN B. HUNT 


Insurance Commissioner Hunt of 
Pennsylvania will be the official host at 
the meeting of the National Association 
of Insurance Commissioners in Philadel- 
phia next week. Vice-president John A. 
Stevenson of the Penn Mutual is chair- 
man of the Philadelphia arrangements 
ccmmittee. 








Gives Students Jobs, Helps 
to Finance College Careers 





DES MOINES, June 17.—The Cen- 
tral Life of Iowa has a new plan to fill 
routine company jobs and at the same 
time send deserving high school students 
to college. 

Graduates of Des Moines high schools 
whose grades are high or who have 
qualified for the National Honor Society 
will be employed for two years, and then 
given opportunity to attend college for 
two years. Initial salaries of $65 a 
month are to be paid, of which $35 is in 
cash and $30 is saved for the employes 
by the company. The company will pay 
$100 toward the tuition of the student 
each year and $50 a month for nine 
months for living expenses at college, 
in lieu of $720 saved for the student in 
two years. If the employe elects not 
to go to college at the end of two years 
he is given his $720 savings accumula- 
tion with interest, and is discharged 
from the employ of the company. 

The student may select any accredited 
college or university, but not a com- 
mercial school. During summer vaca- 
tions, the company will endeavor to find 
a job for the student. On graduation 
from college, he is given preference in 
any new jobs offered by the company. 
It now has 30 employes working under 
this plan. 

W. F. Poorman, vice-president and 
actuary, says young employes receiving 
$65 a month previously have usually 
spent all their salaries without laying by 
anything for education. The new edu- 
cational plan applies only to jobs which 
now have no future advancement pros- 
pects. 


New Book by H. L. Davis 


A new book, “Insurance and Banking 
—Examinations and Accounting” is off 
the press of the Christopher Publishing 
House, 1140 Columbus avenue, Boston, 
the author being Herbert L. Davis, for- 
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mer insurance superintendent of Wash- 
ington, D. C., who is a member of the 
faculty of the National University School 
of Law. Mr. Davis is the author of 
“Legal Accounting and Court Auditing,” 
“Infringement of Insurance Company 
Names,” “Exposure of Investment 
Rackets,” etc. The new volume sells 
for $4.50. It takes up the historical back- 
ground of insurance and banking, tells 
about insurance codes, life insurance ap- 
praised as savings. It gives a chapter to 
insurance accounting, one to amortiza- 
tion of securities, one to real estate 
transactions, one to interstate liquida- 
tions, etc. 

Mr. Davis is residing at 1859 Newton 
street, N. W., at Washington, D. C. 


Study by Seen Bureau 
Shows Rating Chart’s Value 





A personal rating chart which has 
been used successfully by one life com- 
pany to help select salesmen may be 
used with a marked degree of success 
by another company even when it is op- 
erating in entirely different territory, ac- 
cording to a study just made by the Life 
Insurance Sales Research Bureau. It is 
pointed out that the whole problem of 
selecting salesmen cannot be solved by 
a cut-and-dried rating chart but that 
considerable help can be had in differ- 
entiating between good and bad sales- 
men through the use of a chart. 

The results of the present study have 
been prepared in a report sent to the 
home offices of member companies of 
the Research Bureau. 

The study was conducted, it is ex- 
plained, in order to test the contention 
that each company must develop its own 
selection devices because what works 
well in one company is likely to prove of 
little value when used by another com- 
pany under somewhat different circum- 
stances. A personal rating chart de- 
signed by the Guardian Life for use in 
selecting its agents in the United States 
was used without change on a group of 
agents placed under contract by 11 Ca- 
nadian companies in 1934. 


May Invite International 
Actuary Unit to N. Y. in ’40 





It is likely that at the meeting of the 
International Congress of Actuaries in 
Paris the latter part of this week, an 
invitation will be extended to hold the 
next international convention in 1940 in 
New York. Some of the actuaries in 
this country conceived the idea of ex- 
tending an invitation and _ sentiment 
favorable to such a course was disclosed 
upon inquiry. Tokio has had an invi- 
tation before the congress for some time. 
The last time the International Congress 
had its meeting in the United States was 
in 1903. 

Among those from this country at- 
tending the sessions are: M. A. Linton, 
president Provident Mutual; B. J. Perry, 
president Massachusetts Mutual; John 
M. Laird, vice-president Connecticut 
General, and Arthur Hunter, vice-presi- 
dent New York Life. Howard Oden, 
vice-president North American Reassur- 
ance, who has been on a European visit 


and has been at the head office of the 


Swiss Reinsurance in Zurich, the com- 


pany that owns control of North Ameri- 


can Reassurance, will be in Paris for the 


actuarial sessions. 


Smrha Challenges Right of 


Court to Appoint Receiver 





LINCOLN, NEB., June 17.—Seeking 


a final court opinion on the matter, In- 


surance Director Smrha has challenged 
the right of the district court of Hall 
county to name a receiver for the Path- 
finder Life of Grand Island, asked by a 
policyholder. 

Director Smrha’s position is that a 
court of equity has no general power to 
decree dissolution of an insurance com- 
pany, and that the statutes give no spe- 
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HAND S Union Central’s March adver- 


tisement, built around an appealing photograph of 
hands, inspired so much favorable comment that the 
situation has been repeated in the advertisement for 
May, which is shown above. 


This advertisement is a forceful reminder to 
fathers of the utter dependence of youngsters “until 
that tiny hand becomes as big as yours.” It emphasizes 
the family’s greatest need—money every month. And 
then it explains how any father who earns $45 a week 
or more can now make certain that his family would 
have $100 a month for twenty years after his death. 
And that there would be, after that time, a generous 
fund to provide for his wife the rest of her life. 


Union Central Life writes all approved life plans. 
Yet, during the past twelve months, more than one- 
third of the Company’s business has been on this new 
insurance plan, called Multiple Protection. 


The 
UNION CENTRAL LIFE 


Insurance Company 
CINCINNATI, OHIO 


Union Central life insurance sales increased 17.19% during the 
first four months of 1937. 
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Built for Permanency 


The Great-West Life Assurance Company was organized in August, 
1891, and commenced business in July, 1892. Its growth, even in 
the early years, was phenomenal. Its branch organization is con- 
tinent-wide and international. Business in force amounts to over 
$575,000,000 and assets at the end of 1936 were more than 
$150,000,000—a year’s increase of $7,000,000. These assets are well 
diversified, safety of policyholders’ funds being the first considera- 
tion. Those who know this Company attribute its growth to the 
fact that it has always had its policyholders’ interests at heart. 
From the very beginning it has been an agency-minded organization. 


‘GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE - WINNIPEG, CANADA 


ASSETS - = = = = = = = = « 
INSURANCE IN FORCE- - = = = = 


$150,005,674 
$575,844,591 






























Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 


Renewal Commissions 


Assistance in the Field Home Office Co-eperation 


GLOBE LiFE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President \ 
An Old Line Legal Reserve Company—Established 1895 
40 Years of Continuous Faithful Service 
to Poltcyholders 








Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
| Double Indemnity — Disability — Non-Medical 
| Modern Juvenile Contracts Full Benefits Age 5 
Warire Us Topay ror Particutars 


431 South Dearborn Street 






Chicago, Illinois 



























cial authority. While the state law has 
been interpreted by the supreme court 
as providing for a judicial receivership, 
the statute, he says, gives the court no 
discreticn in the appointment of the liq- 
uidating agency and such liquidation can 
be carried on only by the insurance de- 
partment under the direction and con- 
trol of the court. 

He also argues that upon liquidation 
being ordered the department becomes 
vested by law with the title to the as- 
sets, and that no persons or appointees 
of another court may deprive it of pos- 
session or otherwise impede it in the 
process of liquidation. 

Director Smrha further contends that 
after having been clothed with authority 
to liquidate, the department has the 
power to enter into a contract of rein- 
surance. When a receiver is appointed 
for an insurance company it almost nec- 
essarily means liquidation, as the effect 
of such an action on the public is to 
lessen its credit and thus practically de- 
stroy the continuance of its business. 
Because of that fact, he says, the de- 
partment should be given sole right to 
take such action, whether there is a 
statute expressly authorizing it or not. 


Improved Conditions Shown 
on Pacific Coast, in South 





People are going back to work on the 
Pacific Coast, quitting relief and gov- 
ernment-sponsored jobs for real work, 
Lee N. Parker, president American 
Service Bureau, Chicago, reports follow- 
ing a tour of inspection in the territory. 
The condition is reflected by turnover in 
jobs, indicating increased business activ- 
ity. Many people are returning to their 
old trades and professions. 

The financial side of life insurance 
inspections is showing definitely better 
this year in the west, Mr. Parker said. 
There has been a sharp turnover in em- 
ployment as compared to a year ago. 
Mr. Parker said probably 10 percent of 
inspections made there show applicants 
have had more than one job in the last 
year. Payrolls in Pacific Coast indus- 
try are running 25 to 30 percent ahead 
of a year ago, reports indicate. Life in- 
surance sales are much better and agents 
are optimistic. Policy loans are sub- 
stantially reduced and many loan re- 
payments have been made. 

Mr. Parker returned by the southern 
route, stopping over in Texas. He re- 
ported the life insurance business is con- 
siderably better there, as well. 


Accidental Deaths in ’ 
Outnumber Those Before 





A. new all-time high in automobile 
traffic deaths was established in 1936, 
the National Safety Council estimates. 
It sets the figure at 38,500, an increase 
of 1,500 over 1935. 

Accidental deaths totaled 111,000, the 
Council estimates. The previous high 
record was 101,139. There were 400,000 
permanent disability cases and 10,300,- 
000 of temporary disability due to acci- 
dents. 

The number of fatalities due to acci- 
dents in the home exceeded the number 
resulting from automobile traffic acci- 
dents. The number of home accidents 
is estimated by National Safety Coun- 
cil at 39,000. 

The Safety Council estimates the total 
monetary loss due to accidents in 1936 
at $3,750,000,000. 

The accidental death rate in 1936 is 
estimated by the Council at 86.4 per 
100,000 population. That is the highest 
ratio since 1917. 

The traffic accident death rate per 
100,000 of population was 30, compared 
with 29 in 1935. The rate per 10,000,- 
000 gallons of gasoline consumed was 
21.4 in 1936, decrease of 6 percent from 
1935. 


New Cluff Book 


A new book outlining the basic prin- 
ciples of life insurance has been written 











Des Moines Woman Sets 
Great Production Record 














MRS. ADA CADWALDER 


Mrs. Ada Cadwalder of the Des 
Moines agency of the Indianapolis Life 
is one of the foremost insurance sales- 
women of the country. In May she 
wrote 100 applications for $110,000. 
This is a record ardently to be admired. 
Although she suffers a physical disabil- 
ity and finds it difficult to get around, yet 
she sees her prospects, writes the busi- 
ness and gets results. Officials of the 
Indianapolis Life, city officials of Des 
Moines and policyholders and friends 
will give her a dinner Saturday evening 
of this week. 








by Walter Cluff, educational director of 
the Kansas City Life, entitled “Quali- 
fying as a Life Underwriter.” It is de- 
signed to be of special assistance to 
those entering the business in states re- 
quiring agents’ examinations. It covers 
the principles of life insurance, policy 
contracts, the uses of life insurance and 
responsibilities of the agent. Each chap- 
ter is concluded with a question and an- 
swer section. The book sells for $2 and 
is available through THE NatTIoNAL 
UNDERWRITER. 


Industrial Concern Gives 


Bonus in Form of Annuities 





One of the largest industrial concerns 
in the country has just declared a bonus 
to some 2,500 employes in the man- 
agerial group, one-half of which is cash 
and the other single premium deferred 
life annuities at 65. The deal, involving 
single premium deposits ranging up 
from $75, depending upon the rank and 
salary of the individual, was consum- 
mated with the Connecticut General Life 
and handled through its Philadelphia of- 
fice. Head office officials this week ob- 
jected to use of the company’s name, 
as the annuity bonus was not made ap- 
plicable to all employes and was not 
generally announced. 

The purpose of declaring an annuity 
bonus was much the same as that in the 
pension trust plan, but, some agents be- 
lieve, is accomplished with greater sim- 
plicity. The annuities are given outright 
to the employes, which permits the 
corporation to enter the annuity consid- 
eration as allowable deduction from in- 
come in the tax return. It is believed 
to be a little safer arrangement than 
the pension trust plan, as under the 
latter the government is insistent that 
the gift be made in good faith and not 
for tax evasion. Otherwise the deduc- 
tion will not be permitted. In a pension 
trust arrangement there is chance for a 
slip-up in having the deduction approved. 

The great industrial concern which 
declared the annuity bonus has a highly 
developed employes pension plan of long 
standing and its sincerity in employe 
welfare work is unquestioned. Never- 
theless, there is no question but that one 
consideration was avoidance of the high 
upper bracket tax on surplus profits. 
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Northern Life Is 
to Go Eastward 


(CONTINUED FROM PAGE 3) 


form and the lapse ratio is much lower. 
The company pays a reasonable com- 
mission on its accident and health part 
of the premium. Where a separate acci- 
dent and health policy is written, the 
commissions are higher. By writing the 
combined policy and utilizing the argu- 
ment for full personal protection the 
agent is able to earn considerably more. 
The policies are issued on the American 
3% percent table. Of its insurance in 
force it has non-participating $33,812,841, 
and annual dividend $61,427,464. It 
issues regular group and group whole- 
sale insurance. 





Officers of the Company 


Aside from the three Morgans, Vice- 
president A. P. Johnson is in charge of 
the claim and underwriting departments 
and Secretary J. H. Sargent gives con- 
siderable attention to underwriting. O. 
A. Ehrenciou is actuary and assistant 
secretary and is a fellow in the Actu- 
arial Society of America. 

The Northern Life is a big factor in 
Seattle and in Washington generally. 

The plan is to have A. S. Cartwright, 
now home office agency manager, to be- 
come agency supervisor in charge of 
the new territory. He will probably 
locate at Des Moines. The proposal is 
to establish district agencies at different 
points giving the agents full authority 
and all the facilities. It operates to a 
great extent on the district manager 
system. Mr. Cartwright was formerly 
connected with the California Western 
States Life and started his insurance 
career in Canada. 

President Morgan is a native of Cin- 
cinnati, having been born Feb. 17, 1869. 
He was educated in the schools there 
and entered the insurance business in 
1891 in the Pacific Northwest. He 
worked with the rate book and in the 
field until 1905, when he moved to Seat- 
tle to join his brother in organizing the 
Northern Life. 


Medical Men of 
A. L. C. in Meeting 


(CONTINUED FROM PAGE 1) 


comparison to 2,102,668 living births. 
Maternal death rates in various age 
groups were: 15-19, 4.7; 20-24, 3.8; 25- 
29, 4.1; 30-39, 6.6; 40-49, 11.1. The ma- 
ternal deaths represented 11.9 percent of 
all female deaths in the period and were 
greatest in proportion in the age group 
25-29, being 18.2 percent, and next in 
the group 30-39, being 17.9 percent. He 
reported that between ages 15-50 preg- 
nancy is second only to tuberculosis as 
a cause of death of women in Canada. 
However, the trend of national mortal- 
ity in pregnancy has been steadily down- 
ward, he said, due to definite improve- 
ment in care and treatment. 





Conditions of Acceptance 


He found no objection to insuring 
pregnant women within reasonable lim- 
its and if a single extra premum is 
charged, with careful history and physi- 
cal examination, and definite insurable 
interest. Bad mortality past 40 possibly 
demands rejection. Extra hazard on 
such occasions is difficult to estimate 
precisely, but he said should be covered 
by 250 percent mortality charge. 

Conclusions regarding non-pulmonary 
tuberculosis, the type which affects the 
bones, genito-urinary tract and serous 
membrance, were presented by Dr. 
James J. Waring, professor of medicine 
University of Colorado, Denver, in a 
paper on “Prognosis of Non-pulmonary 
Tuberculosis.” 


Talks on Tuberculosis 


He emphasized this is a systemic dis- 
ease and not a purely local disorder. 
Therefore it is erroneous to consider a 
tuberculosis sufferer purely from the 
standpoint of the locally invaded re- 





gions. The majority of cases with bone 
and joint tuberculosis do not have an 
associated pulmonary tuberculosis, he 
said. Heredity, race, sex and age are 
important factors influencing prognosis 
of this disease. Poverty and ignorance 
unfavorably affect it because they favor 
close, long-continued exposure, malnu- 
trition and poor personal hygiene, and 
prohibit early diagnosis. Pulmonary 
tuberculosis associated with bone and 
joint tuberculosis usually is benign, the 
progressive pulmonary tuberculosis more 
commonly being associated with genital 
urinary tuberculosis. 

Dr. Alexander Marble, associate in 
medicine, Harvard Medical School, Bos- 
ton, discussed “Non-diabetic Glycosuria” 
in the first session. Papers are to be 
read in the final session Saturday by 
Dr. A. C. Reed, professor of tropical 
medicine, University of California, San 
Francisco, on “Ultimate Prognosis of 
Hookworm Disease, Malaria and Ame- 
biasis,” and by Dr. A. J. Robinson, med- 
ical director Connecticut General, on 
“Supplementary Examinations.” Discus- 
sions were held after each paper was 
read. 

An invitation to the Medical Section 
to hold its 1938 meeting in Indianapolis 
is being extended at the convention this 
week by Dr. C. B. McCulloch, medical 
director of the State Life, and Dr. Al- 
bert Seaton, medical director of the 
American United Life. 


New York Supervisors Body 
Outlines the Aims and Work 


(CONTINUED FROM PAGE 3) 


M. Fraser, Connecticut Mutual; P. M. 
Fraser, Connecticut Mutual, now vice- 
president; R. L. Jones, general agent 
emeritus State Mutual and for many 
years treasurer National Association of 
Life Underwriters; E. J. Lehman, Fi- 
delity Mutual; J. C. McNamara, former 
head of the leading agency of the Guar- 
dian Life of New York; F. W. Pennell, 
State Mutual; M. J. Sackerman, Massa- 
chusetts Mutual; S. S. Wolfson, Berk- 
shire. 





Out-of-Town Alumni 


Other general agent alumni of the 
New York City Life Supervisors Asso- 
ciation are C. J. Zimmerman, recently 
appointed Connecticut Mutual general 
agent in Chicago; and Warren Preble, 
general agent Home Life of New York 
in Boston, who pioneered the brokerage 
solicitors’ organization back in 1927. 

In addition to its regulary luncheon 
meetings thé association has had an an- 
nual all-day outing each June for the 
last five years and for several years 
has given a party in December for gen- 
eral agents and managers in whose of- 
fices members of the association are rep- 
resented. Because of the increase in 
membership the new constitution pro- 
vides that applicants for membership 
must have been in supervisory work for 
the last two years instead of merely 
having been in the life insurance busi- 
ness for that period. 


Younger Men Encouraged 


The association has always been run 
on the principle that the older officers 
should turn over the controls as the 
younger men come along. There is a 
constitutional provision that no man who 
is finished with the presidency may 
thereafter be for more than two years 
on any committee. 

The association has no connection 
with the New York City Life Under- 
writers Association or the National As- 
sociation of Life Underwriters. While 
most of its members are also members 
of the local association, there is no re- 
quirement. 


Jack Lauer’s New Office 


An office at 2401 Union Central build- 
ing, Cincinnati, has been opened by 
Jack Lauer, million dollar producer and 
member of the Million Dollar Round 
Table since 1927. Mr. Lauer, who in 
his 15 years in the business never pro- 





duced less than $1,000,000 a year, will 
be an independent writer. He was for- 
merly with the Penn Mutual. He had 
previously been in the varnish and foun- 
dry business. 


Eliminate Dual Regulation 


LANSING, MICH., June 17.—Dan- 
ger that the legislature would enact a 
law providing dual regulation of life 
agents writing annuity business was 
eliminated when the Gartner-Berka 
measure designed to replace the present 
“blue sky” law was amended in the 
house. 

The bill provided originally that life 
agents writing annuity lines obtain se- 
curities salesmen’s licenses in addition 
to their authorization by the insurance 
commissioner. An amendment elimi- 
nates this provision and excepts from 
licensing provisions of the proposed new 
act all persons subject to supervision of 
the insurance commissioner. The object 
of the first clause, it is understood, was 





to cover representatives. of so-called 
“annuity plans” which actually consti- 
tute purchase of shares in investment 
trusts on an installment payment plan. 


Old Contracts Still Paying 


Some of the early contracts of the 
Equitable Life of New York, providing 
for life income to beneficiaries, have 
been in force for nearly 40 years, and 
these people have had a _ tremendous 
sense of security all through this time 
for only a moderate expenditure by the 
policyholder originally. This contract, 
first introduced in the 1890’s, called for 
instalment payments for a minimum pe- 
riod of 20 years. Most of the bene- 
ficiaries, 87 percent, are women, and the 
beneficiary of the first of these contin- 
uous instalment policies to mature as a 
death claim in 1899, is a woman who 
has received $1,000 a year for 38 years. 
Her husband had paid only two annual 
premiums of $567. 











LIVING MONUMENTS 


A man can leave no finer heritage than 


well-reared sons and daughters. 


It is 


the life insurance 


salesman’s privilege to 


help fathers in such 


an effort. College en- 


dowments or straight 


protection contracts 


are used as the circum- 


stances require. 


Tell the family provider 
how he can do this 
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Cruise Was Taken 
on’ Great Lakes 





(CONTINUED FROM PAGE 1) 


were appalling. There was an almost 
unbelievable decline in the best grade of 
securities obtainable at the various pe- 
riods. Mr. Phillips contrasted this in- 
vestment experience with that of the life 
companies. 





two of their best sales presentations. 
Llewellyn Rose, Austin, Tex., explained 
his use of the poll tax‘list, which is com- 
piled for his city and purchaseable for 
$17. All of the residents of Austin who 
pay a poll tax are listed by wards and 
their occupations and ages are shown. 
Mr. Rose said that this is the best pros- 
pecting list he has ever been able to lo- 
cate because it gives most of the needed 
information in a concise and complete 
form. 

V. Walz, Cheyenne, Wyo., ex- 


ede es 
He said that in life insurance invest-| pjained the newspaper advertising that 


ing the point of view is safety of pri 
cipal. A life company will take what- 


ever rate of interest it has to in order to: known. 


get the security it wants. 
minimum of experimenting. 


into the F. H. A. mortgage field. No 
class of securities is held permanently. 


| 


N- | he is doing, principally with the idea of 


making the name of the company better 
Mr. Walz said that he needs 


There is ai alj of his time to sell life insurance and 
‘ x The life | does not want to use up any of it sell- 
companies, for instance, have not gone | ing his company. 


He finds that his 
newspaper advertising, which consists of 
catchy and philosophical ideas is read 


There is a constant revision and diver- | and looked for by the average newspaper 


sification of the portfolio. 

N. P. Winter, St. Paul, convention 
vice-president, presided at the conclud- 
ing session. He introduced the home 
office group consisting of O. J. Thoms- 
sen, W. F. Hagerman, C. L. O’Brien, 
C. R. Anderson, F. L. Freeman, R. C. 
Lowe, A. H. Blanton, A. D. Harmer, E. 
P. Bragdon, F. C. Hansen, H. W. All- 
strom and E. A. Roberts. 

A number of general agents and field 
men were called upon to outline one or 





reader. 
Modified Monthly Premium 


John V. Hines, Sacramento, Cal., out- 
lined the opportunities for selling modi- 
fied monthly premium business, particu- 
larly to young people who have not been 
able to successfully save money any 
other way. He said that his agency now 
has 68 such policies in force for a total 
of $157,741. The amount of the average 
policy is $2,260 and the average monthly 
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Let’s Look 
at the Records! 


Insurance in Force, Jan. 1, 1936 $119,038,350 
Insurance Issued during 1936 


Net Gain in Insurance for 1936 
Insurance in Force, Jan. 1, 1937 126,409,212 


Do you know of any other Life Insurance 
Company our size, not having ‘‘Allied Lines’, 
that equalled the above record during 1936? 


THERE MUST BE A REASON! 
WHY NOT ASK ABOUT IT? 


Direct your letter to 
A. B. OLSON, Agency Vice President 


GUARANTEE MUTUAL 
LIFE COMPANY 


LICENSED IN TWENTY-ONE STATES AND THE DISTRICT OF COLUMBIA 


21,678,960 
7,370,862 


OMAHA, NEB. 
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premium $502. A. J. Ballard, San An- 
tonio, Tex., who specializes in the writ- 
ing of army officers at Fort Sam Hous- 
ton, told of the plans he follows in writ- 
ing this class of business. P. F. Jen- 
kins, Tacoma, Wash., gave a demonstra- 
tion of the course he employs in writing 
payroll deduction business. 

H. G. Hoffman, Mt. Sterling, Ky., dis- 
tributed copies of the “Mt. Sterling Ad- 
vocate” which detailed the 90th anni- 
versary of the continued existence of 
his agency in the same family, which 
was recently celebrated. Mr. Hoffman 
operates in a town having a population 
less than 5,000, but his agency writes 
anywhere from $250,000 to $1,000,000 in 
paid for business each year. Mr. Hoff- 
man said that his methods were strictly 
those of the small town and that many 
of the things he did could not be done 
in a larger city. For instance, nearly all 
of his policyholders leave their policies 
with him, not only the policies issued by 
him, but any other policies that they 
may have purchased. His office safes 
contain literally thousands of policies 
that have been left with him for safe 
keeping. He said that in a small town 
the average man has no facilities for 
keeping his insurance policies or other 
valuable papers in a safe place. 


Agents Explain Methods 


E. M. Moore, Los Angeles, Cal., de- 
scribed his organized sales talk, empha- 
sizing especially his plan of getting a 
binding receipt at the time of writing 
the application. Lloyd Douglas, Detroit, 
Mich., explained how his agency goes 
after payroll deduction franchises. He 
tell employers that their employes are 
going to buy life insurance from some- 
body and that the employer might as 
well offer a plan that will create some 
goodwill for himself. Mr. Douglas finds 
that employers are especially apprecia- 
tive of a wholesale physical examination 
being made of their employes, and that 
when such examinations are made in 
even fairly large plants, some cases of 
contagious or infectious diseases are 
disclosed. 

W. Rolla Wilson, formerly vice-prest- 
dent of the Northwestern National Life 
and now doing organization work in 
southern Minnesota for the Minnesota 
Mutual, explained the uses of the so- 
cial security chart recently invented by 
him. E. F. Brooks, Florence, S. C., 
said that he tries to play a prominent 
part in community activities. He has 
found that this sort of thing results in 
interviews being obtained very much 
easier. C. Furniss, Grand Rapids, 
Mich., who has been specializing in the 
sale of pension trusts, explained how 
this business may be obtained. He said 
that the heart of the matter is located 
in section 23 of the revenue act of 1936, 
paragraph 7 P. Briefly, this provides 
the only depository where a corporation 
may build a surplus, tax free. Mr. 
Furniss said that in his community he 
has obtained the cooperation of public 
accountants who recommend pension 
trusts after going over the tax affairs of 
a business concern. Mr. Furniss has 
found the cooperation of public account- 
ants of the greatest help. 


Entertainment Features 


There were numerous entertainment 
features and diversions. Stops were 
made at Sault Saint Marie, Mich., and 
at Mackinac Island, where a group pho- 
tograph was taken. Two amateur shows 
were staged by the children on board, 
and on the final evening there was a re- 
ception for President and Mrs. T. A. 
Phillips, following which there was an 
entertainment presided over by Mrs. 
G. A. Ralls, of San Antonio, Tex. The 
vocal selections of Mrs. Adair Roberts, 
wire of Vice-president E. A. Roberts 
and Mrs. John V. Hines, Sacramento, 
were especially appreciated. Mr. Cum- 
mings exhibited moving pictures taken 
at previous conventions. At one of the 
business sessions, Convention President 
R. H. Pearson and Mrs. Pearson were 
presented with ten gallon hats. On Mr. 
Pearson’s was a ribbon reading “Cow 
Town Russ.” 

Disappointment was expressed on all 
sides over the inability of Chairman E. 











W. Randall to attend. Mr. Randall re- 
mained in St. Paul on the advice of his 
family physician because of a severe 
cold. A message from him was read 
by Sam R. Weems, Dallas. 


Ellison Service Offers 
Reply to “Time” Article 





(CONTINUED FROM PAGE 4) 


the insurance company’s risk at stake 
is only the difference between the face 
value and the reserve of the policy, 
which risk decreases from year to year 
as the insured grows older. This de- 
creasing risk in dollars is offset by the 
increasing force of mortality, which 
allows the company to keep the premium 
level and which allows Mr. Average 
Policyholder to keep his insurance in 
later years. Under the fraternal assess- 
ment system, the assessments for what 
was the equivalent of term insurance 
became so excessive in later years that 
very few people were able to meet them, 
and all money that had been paid in 
for insurance meanwhile, was of abso- 
lutely no value to the insured, or to his 
beneficiaries, except in the way of mem- 
ory of what insurance protection he had 
once been able to carry. 


Gilbert & Sullivan Reference 


“We hope that you are using the ‘best- 
publicized firm of counselors’ in refer- 
ence to the Gilbert and Sullivan organi- 
zation in the same manner as the banker 
used the word ‘publicity’ when he was 
‘hauled on the carpet’ by his superiors 
for having spent the night in jail after 
a raid on a house of ill fame. The differ- 
ence between the usual ‘counselor’ and 
our organization is that the usual thing 
is to show what new policies a person 
should buy, even though they may be 
bought at the sacrifice of what he al- 
ready owns, whereas, we are so set up 
that there would be no advantage to us 
in either the surrender of old insurance 
or the purchase of new. Since you men- 
tion the episode regarding Mr. Coolidge, 
we feel that you should secure more 
facts regarding the case, as they could 
be obtained from the officials of the New 
York Life Insurance Company. The 
truth in that incident was certainly not 
complimentary to the St. Louis ‘coun- 
selor, even though your article turned 
the fault to the insurance company. We 
trust that in the future your usually 
excellent magazine will try to avoid pub- 
lishing an article so detrimental to a 
valuable institution without first making 
sure of all of its facts.” 


Government Is Going After 
Spurious Mutual Benefits 





(CONTINUED FROM PAGE 4) 


said, “but the National Aid Society alone 
cost the public upwards of $2,000,000 in 
four years, of which only 20 percent 
was paid back in the form of benefits, 
the rest of this huge sum having been 
used for salaries and expenses. It is, 
therefore, obvious that the amount taken 
from the public by the hundred other 
similar societies now in operation 
reaches a staggering sum annually.” 


Weekly Production Record 


R. C. Campbell, Danville, Pa., district 
manager Philadelphia Life, has com- 
pleted a total of 431 weeks of consecu- 
tive production. He is the leader of 
the “One-a-Week Club” and also has 
been one of the largest producers for 
many years. He has written a number 
of articles on his methods of obtaining 
business. 


Guests at Luncheon 


Officers of the Great Western, Des 
Moines, were guests of employes at an 
“appreciation” luncheon held in the club 
room of the company there. Presi- 
dent W. G. Tallman and other company 
executives gave brief talks following an 
entertaining program. 
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Massachusetts Mutual Life 
Revamps the Chicago Setup 





Following the death of Norris H. Bo- 
kum of Bokum & Dingle, Chicago gen- 
eral agents of the Massachusetts Mu- 
tuai, the company has decided to estab- 
lish two agencies in the city. E. W. 
Hughes, St. Louis general agent, takes 
over the Bokum & Dingle agency. John 
H. Dingle will open a new agency in 
One La Salle Street building where he 
has been located. The Bokum & Din- 
gle agents will be permitted to choose 
the office they desire to be attached. 

Mr. Hughes just a year ago succeeded 
Vice-president C. O. Fischer, as St. 
Louis general agent, when the latter was 
called to the head office in an official 
capacity. Prior to that Mr. Hughes 
had been general agent at Rochester, 
N. Y., where he did a remarkable piece 
of constructive work in building a $7,- 
000,000 organization from $1,000,000. He 
kept up his work in St. Louis and put 
it on a $7,000,000 basis, it being now 
the third in volume of the 82 other 
general agencies, being topped only by 
the Keene and Simon agencies in New 
York City. Mr. Hughes was district 
agent in Memphis for the company and 
took the Rochester position in 1922. 

Mr. Dingle was formerly in the heat- 
ing engineering business at Rochester, 
N. Y., and went with the Mutual Bene- 
fit at Baltimore in 1911. He went to 
Chicago in 1916, joining Mr. Bokum in 
the Pick general agency of the Mutual 
Benefit Life. Bokum & Dingle became 
general agents in 1919. At that time 
L. Brackett Bishop had a_ general 
agency of the company which later was 
combined with that of Bokum & Dingle. 
Mr. Dingle is highly esteemed and has 
proved an excellent administrator. 

Vice-presidents Joseph Behan and C. 
O. Fischer and Agency Secretary Way- 
burn Benton were in Chicago this week 
arranging for the new set up being 
joined there by Mr. Hughes, who will 
take office July 1. The officials expect 
to appoint a successor to Mr. Hugkes 
within a short time and will also fill the 
Indianapolis vacancy. 


Eckenrode Agency’s New Office 


A. E. Patterson, vice-president; S. B. 
Scholz, Jr., medical director, and J. M. 
Conover, assistant to the president, Penn 
Mutual Life, attended the opening of 
the new office of the E. R. Eckenrode 
agency at Harrisburg, Pa. A sales meet- 
ing was held first, which was addressed 
by Mr. Patterson. 

_The home office visitors representa- 
tives and the agency’s clerical staff at- 
tende+ a dinner. Mr. Eckenrode was 
presented a book of 90 applications 
gathered between June 1 and June 7, 
given by S. M. Sheep, Berwick, Pa., 
representative. The agency has $45,697,- 
712 insurance in force. The Eckenrodes 
have been connected with the Penn Mu- 
tual for more than 70 years, Mr. Ecken- 
rode being appointed general agent in 
1916, succeeding his uncle who opened 
the first Penn Mutual office in Harris- 
burg in 1898. 


Metropolitan Life Change 
Edward A. Dineen, who has been 
manager of the Mattatuck district of the 
Metropolitan Life in Waterbury, Conn., 
has been transferred to Brockton, Mass., 
where he will head the office. He is 
succeeded in Waterbury by D. J. Moy- 

nahan, who has been in Brockton. 


Prudential Appointments 


C. M. Bradley has been promoted to 
superintendent of the Prudential at Cal- 
gary, Alta. He formerly was an assist- 
ant superintendent at Vancouver. He 
joined the Prudential as an agent in 
1922 in Vancouver, and three years later 
was made assistant superintendent at 
New Westminster, also serving in this 
capacity in Victoria. He succeeds F. W. 
Spink, transferred as superintendent at 
Winnipeg. 

H. W. Bell becomes superintendent 
at Lincoln, Neb. He became a Pruden- 








tial agent in 1927, at Baxter Springs, 
Kan. The following year he was pro- 
moted to the assistant superintendent at 
Parsons, Kan. In 1932 he was trans- 
ferred to Chanute, Kan. 


Evans with Mutual Trust 


LINCOLN, NEB., June 17.—J. D. 
Evans has been appointed general agent 
for Lincoln and the South Platte sec- 
tion by Mutual Trust Life. He is a for- 
mer president of Lincoln Life Under- 
writers association, and has been more 
recently on the Union Central field staff. 


Beneficiary Gets Judgment 
When Policy Was Switched 


All companies are interested in the 
decision of the Delaware county, In- 
diana circuit court, which brings out a 
point of liability of companies for their 
agents. The case is Nettie K. George 
vs. Metropolitan Life et al. It came to 
trial at Muncie, Ind. Raleigh George 
of Muncie had a policy for $3,000 in 
the Rural Bankers Life of South Bend, 
Ind., an assessment company, and had 
carried it for some 14 months. In 
March, 1933, testimony showed that two 
agents of the Metropolitan Life, F. L. 
Hastings, assistant manager, and R. 
Clark, an agent, approached Mr. George 
and, according to the beneficiary, in- 
duced him to lapse his policy in the 
Rural Bankers on March 30, 1933. 
Three days later, on April 2, he was 
killed in an automobile accident. When 
the matter was brought to the attention 
of the Metropolitan it immediately dis- 
charged the two men. Later the bene- 
ficiary, Nettie K. George, mother of the 
assured, brought an action in the Dela- 
ware circuit court against the agents 
and the Metropolitan Life, claiming 
damages and declaring that through the 
action of the agents she had been de- 
prived of the proceeds of the policy. 

The court held that the Metropolitan 
Life was liable for the action of its 
agents and the jury awarded the bene- 
ficiary $5,000 damages. Whether the 
company will appeal or not has not 
been announced. 





| Agent Futz Comments 
on the Commissioners 





EIGHTY-FOUR, PA. June 17.— 
Joseph Futz, energetic and keen scented 
insurance man, expressed extreme dis- 
approval today that the National Asso- 
ciation of Insurance Commissioners will 
meet next week in Philadelphia instead 
of Pittsburgh. Mr. Futz fears that Hon. 
Com. Hunt of this state was too greatly 
influenced by London Lloyds and hence 
had the convention shifted to Philadel- 
phia. Agent Futz takes the position 
that this is a monumental error of judg- 
ment and he expressed the opinion that 
it will bring about the defeat of Hon. 
Hunt for president of the great com- 
missioners organization. Pittsburgh, he 
said, is the gateway to the nation. The 
magnificent William Penn Hotel, re- 
sounding with insurance oratory of the 
most magniloquent type to which Mr. 
Futz has contributed in a masterly way 
should have been the official headquar- 
ters. The commissioners, he added, 
would be intrigued and impressed by 
Pittsburgh’s new streamlined street cars. 
These officials would have been ‘de- 
lighted to have taken a few street car 
rides over the city. They could have 
taken these newfangled cars up to the 
Cathedral of Learning, could have seen 
Carnegie Institute, University of Pitts- 
burgh, Forbes’ field where the Pitts- 
burgh Pirates play. These new cars stop 
and start on a dime, Mr. Futz often 
having witnessed this feat. Furthermore, 
he claims that Pittsburgh insurance men 
far outclass those of any other city. Just 
mention the names of Holgar Johnson, 
Penn Mutual; W. M. 
Life; Vice-president J. N. Jamison, Re- 
liance Life; Steacy Webster, Provident 
Mutual, and they are symbols of 
grandeur in the underwriting structure. 


Duff, Equitable | 





London Journal Comments 
on Whatley’s Observation 





The “Review” of London offers some 
comment on the question of part-time 
vs. whole-time agents, based upon some 
statements made recently by S. T. 
Whatley, vice-president of the Aetna 
Life. Mr. Whatley said that the fact 
that 75 percent of the life insurance in 
the world was in force in the United 
States and Canada was proof of the ef- 
fectiveness of the agency system fol- 
lowed in those countries. Mr. Whatley 
referred to the “amazing difference of 
the public acceptance of life insurance 
here and abroad,” saying that it could 
only be attributed to the effectiveness of 
the American system. 

“In that,” the “Review” states, “we 
feel assured he is overstating his case. 
To begin with, any contract of life in- 
surance in this country and in the 
United States fails unless it makes 
proper allowance for the vast capital 
value of our social insurance scheme. 
In the United States they are now enter- 
ing a period of social development 
through which our own country has 
been passing for years. They will be 
much better able to appreciate the force 
of the above stated objection 10 years 
hence than they now are. But even 
granted this allowance is made, it still 
remains, we think, that America holds 
a substantial lead in life insurance. But 





is this credit for that all to be given to 


the difference in the agents systems? To 
say that it seems to be overlooking a 
very potent factor, namely, the almost 
alarming prosperity experienced in 
America for a decade after the war 
while this country was struggling with 
one adversity after another. 

“A better comparison is, surely, the 
results achieved by the two systems side 
by side in the same country, under the 
same conditions. Such a comparison 1s 
afforded by contrasting the growth of 
ordinary life insurance in British in- 
dustrial-ordinary offices and that otf 
ordinary offices. A thorough investi- 
gation on these lines would perhaps dis- 
close where growth had been most rapid 
in ordinary offices their agency methods 
were approximating in effect more and 
more closely to the whole time system. 
However, until particulars of company Ss 
organizations are available, making pos- 
sible statistical examination of the 
question, it seems unlikely that we shall 
get any closer to certain knowledge in 
this respect.” 


Course on Pension Plans 


The Newark agency of the National 
Life of Vermont, of which A. R. Met- 
calfe is general agent, has completed an 
agents training course designed to take 
advantage of the federal old-age pension 
plan emphasis on assured incomes. Mr. 
Metcalfe stated there were 21,500,000 
workers not included in the U. S. plan, 
the company’s private pension plan was 
made the basis of the course. 
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STATISTIC 


A figure sleuth has discovered that the average length 
of service of Mutual Benefit men (excluding new 
men) who attended the 1936 Agents’ Convention was 
something over thirteen years. An analysis of the 
“composite man” of this group shows that he began 
his service shortly after the post war depression, made 
“good money” during the boom, had to scratch like the 
dickens for his commissions during the Great Depres- 
sion, and, still working hard, is getting better results 
for his efforts in 1936. His thirteen-year service record 
is at once a tribute to his ability and industry and to 
the Company with which he is associated. 


MUTUAL BENEFIT 


LIFE INSURANCE COMPANY « NEWARK *« N « J + 
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Illinois’ New Insurance Code 


LarcELy through the influence and in- 
strumentality of Insurance Director Er- 
NEST PALMER of Illinois, a brand new 
insurance code was passed. It puts IIli- 
nois on the insurance map in a way that 
it has not been before. The life insurance 
people as a whole are very well satisfied 
with the code. Illinois now has as strong 
investment provisions as can be found 
anywhere. The whole life insurance struc- 
ture has been solidly ballasted. 

Two features that have been sought by 
the producing forces and life underwriters 
associations are in the code, one stipulat- 
ing that proceeds and cash values of pol- 
icies whose beneficiaries are dependents 
shall be free from creditor claims, and 
another permitting the attachment of the 
aviation rider which excludes liability for 
death of a pilot due to a plane accident. 


Another excellent feature is the pro- 
vision relating to rebating and twisting. 
The penalties have been enlarged and the 
machinery greatly readjusted so that it 
will be much easier to convict one guilty 
of misrepresentation or rebating. 

Another section prohibits any new mu- 
tual benefit concern from being organized 
which is most salutary in view of the fact 
that so many of these outfits are weak 
financially and are not providing protec- 
tion of dependability. 

The life insurance officials and under- 
writers associations have been back of 
Director PALMER in his effort to give IIli- 
nois the right kind of insurance laws. 
Illinois can now raise its head as it never 
had before and appreciate the fact that its 
statutes are second to none in the United 
States. 


The New York Association Fight 


Tue New York City Lire UNDERWRIT- 
ERS AssoctIaTion’s fight over the adoption 
of a constitution which would have con- 
tinued the influential position of former 
presidents on the executive and the nomi- 
nating committees demonstrated, among 
other things, the durability of that organ- 
ization in a manner which must have been 
reassuring even to the losing side which 
supported the new constitution. Fears 
that the militant opposition to continuation 
of former presidents as life members of the 
executive commiitteé and exclusive mem- 
bers of the nominating committee, led by 
Geratp A. Eupank of the PruDENTIAL 
and T. M. RiEHLe, manager EQuiraBLe 
Lire or NEw York, might “split the asso- 
ciation wide open” proved to be entirely 
groundless. 

Success of the opposition in polling 254 
votes as against 278 mustered in favor of 
the proposed constitution, thereby blocking 
the two-thirds vote necessary for adoption, 
may be interpreted in several ways. It 
might be contended by those who supported 


the new document that the opposition’s 
show of strength after a brief campaign 
which, for lack of a roster giving addresses 
as well as names could be addressed only 
to about two-thirds of the membership, 
indicates that the New York association 
is not dominated by the “ins” to any alarm- 
ing extent nor that it has become ener- 
vated by a continued process of letting the 
relatively small group of active members 
run the association’s activities. The oppo- 
sition, on the other hand, might contend 
that the administration group’s dominance 
has been so complete that the opposition 
vote was more in the nature of a rebel- 
lion, waiting only for leadership to make 
its views emphatically felt. 

Whatever provision the eventually 
adopted constitution may make for con- 
tinuing the power of the former presidents, 
no one is likely to have any reason for 
feeling that the association is being ruled 
by a self-perpetuating oligarchy rather than 
the will, expressed or reasonably inferred, 
of the membership generally. 


A Doubly Welcome Remedy 


U. S. Atrorney LAMAR Harpy’s prose- 
cution of disability fakers under. federal 
mail fraud statutes is a doubly welcome 
method of curbing disability losses which 
have cost companies operating in New 
York state $411,447,622 in the last ten 
years. Not only does federal activity im- 
ply a relentless prosecution of evil-doers who 
come within its scope but it also frees the 
companies from the danger that misguided 
public opinion would take the side of the 
individuals accused of disability faking on 
the ground that the life companies, being 
large, solvent institutions, should pay all 
claims, whether questionable or not. 


Until now the role of companies in fight- 
ing disability claims which looked suspi- 
cious has been largely a passive one. A 
company, feeling a claim to be either un- 
justifiable or downright fraudulent would 
refuse to make payment. The claimant 
would then bring suit but no matter who 
won the action or how morally certain the 
company might be that the claim was fraud- 
ulent there was little restraint on the fak- 
ing claimant, since the proceeding was a 
civil suit and not a criminal prosecution. 

This situation put the companies in a 
dilemma, as the disability fakers knew only 
too well. Determined resistance on the 


part of the companies was expensive be- 
cause of the well known tendency of juries 
to favor the lone and supposedly oppressed 
individual against a large corporation. It 
was also expensive in good will, since the 
public tended to get the impression that 
companies were using legal loopholes to 
avoid their just obligations. On the other 
hand, indiscriminate submission to all dis- 
ability claims was also expensive, not only 
immediately but for the future in the en- 
couragement such a policy gave to poten- 


tial fakers who realized how readily they 
could bleed the companies with impunity, 

The willingness of the federal govern- 
ment to interest itself in prosecuting dis- 
ability fakers even when a company has 
not already built up a water tight case is 
extremely encouraging, for the ‘“G-men” 
have gained a reputation that should be 
a strong deterrent to persons who may be 
thinking of quitting work for a disabil- 
ity pension even though they are far from 
disabled. 








PERSONAL SIDE OF BUSINESS 





Friends of Frank N. Julian, Alabama 
superintendent, are putting his name 
forth as a gubernatorial candidate for 
next spring. Mr. Julian, one of the 
most popular insurance men in the State, 
also served as insurance commissioner 
under Governor Brandon. Prior to that 
time he had served as secretary of state 
and as a member of the public service 
commission. He formerly published a 
newspaper in Tuscumbia. 


W. H. Lackey, special agent Massa- 
chusetts Mutual, has been named pyesi- 
dent of the Oklahoma county juvenile 
delinquency council at Oklahoma City. 


A. A. Higginson, 80, one of Detroit’s 
oldest and best known insurance men, 
died last week following an apoplectic 
stroke. He had been active in social 
and civic affairs, being a director of the 
Children’s Aid Society and_ several 
other similar organizations, as well as 
of the Detroit Board of Commerce. He 
had been in the business in Detroit for 
37 years and at the time of his death 
was a member of the Reem general 
agency State Mutual Life. He was ac- 
tive to the day of his death and wrote 
a remarkable volume for a man of his 
years. 


E. D. Wilson, Richmond, Va., man- 
ager Mutual Life of New York, has been 
elected president of the board of trus- 
tees of Davis-Elkins College. He is 
serving his second term as trustee of 
the college. 


V. H. Jenkins, vice-president in 
charge of production of the Ocidental 
Life of California, addressed the annual 
convention of the Pacific Advertising 
Clubs Association in Salt Lake City 
June 16 on “Selling the Intangible.” 
He discussed the methods used by life 
insurance salesmen and companies in 
visualizing a thing as intangible as life 
insurance. 

L. H. Baxter, Girard Life general 
agent in Cleveland, is captain of the 
American Legion mounted troop there, 
the only one of its kind in the veterans 
organization. The troop will lead the 
Ohio delegation at the American Legion 
national convention parade in New York 
in September. 

The “Over Forty in May Campaign,” 
which was staged by the Fidelity Mu- 
tual Life field, in honor of Vice-presi- 
dent Frank H. Sykes, wound up with a 
25 percent increase over May of last 
year. The occasion was the month of 
his 40th anniversary of service. The 
actual date of the anniversary found Mr. 
Sykes confronted with a mountain of 








telegrams, letters and applications in his 
honor. The official staff tendered him a 
special luncheon at which he was pre- 
sented a smoking set and lighter for his 
desk. That evening Mr. Sykes held open 
house in his new home in Cynwyd, Pa., 
where members of the Fidelity Mutual 
family were entertained. 


A special campaign to make its June 
paid production establish a _ record 
monthly high for the two-year Leaders 
Club period from July 1, 1935, to June 
30, 1937, in honor of F. E. Weiden- 
borner, superintendent of agencies, has 
been originated by the agencies of the 
Guardian Life. The “June for Weiden- 
borner” campaign had its inception in 
the closing days of May when Managers 
Arthur and Norman Remole of the Min- 
neapolis agency wrote their fellow-man- 
agers throughout the country, suggest- 
ing that June be made the occasion of a 
spontaneous expression of high regard 
and friendship for Mr. Weidenborner. 


J. O. Brown, superintendent of li- 
censes of the Illinois insurance depart- 
ment, was a delegate to the convention 
of Young People’s Democratic Clubs of 
Illinois at Decatur. He acted as parlia- 
mentarian for the convention. 


Sam T. Swansen, general counsel 
Northwestern Mutual Life, Milwaukee, 
is the proud grandfather of Samuel 
Theodore Swansen, newly born son of 
Mr. and Mrs. T. L. Swansen, also of 
—— The baby is his first grand- 
child. 


F. H. Sutton, manager ordinary de- 
partment Interstate Life & Accident, 
Chattanooga, is in a serious condition 
at Erlanger hospital there, following an 
automobile accident which caused a 
spinal injury and fractured shoulder, 


Carnot Brennan, C. L. U., formerly a 
prominent producer with the home office 
general agency of the Farmers & Bank- 
ers Life of Wichita, who resigned last 
month to become junior administrator 
in charge of the social security office at 
Wichita, has been elected president of 
the board of regents of the University 
of Wichita. 


H. J. Pring, 58, for the past ten years 
with the finance department of the John 
Hancock Mutual Life at the home of- 
fice, died at his home in Lexington, 
Mass. 

Dr. F. B. Baldwin, associate medical 
director United States Life, who has 
been stationed in Manila for the last 
few years, has returned to New York. 
He is also vice-president of the Asia 
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Life of Shanghai, China, and has super- 
vised much of the underwriting in the 


Orient. Accompanied by his wife and 
children, he made the trip via the Suez 
Canal and Europe. 


C. W. Knight of the Cincinnati office 
of the Equitable Life of New York be- 
comes cashier of the Dayton, O., agency. 
J. K. Taylor is agency manager. The 
Dayton office has 19 counties in southern 
Ohio under its supervison and 15 in 
northeastern Kentucky. 


C. E. Reed, 81, who went to Los An- 
geles 25 years ago as general agent of 
the Bankers Life of Iowa, retiring in 
1930, died there. 


Harry T. Wright, assistant manager 
Equitable Life of New York in Chicago, 
is sailing next Wednesday for a Euro- 
pean vacation. He is accompanied by 
Mrs. Wright and their two daughters. 
He was last year chairman of the million 
dollar round table, is a trustee of the 
National Association of Life Underwrit- 
ers and is a candidate for reelection. 


George W. Schoeffel, of Portland, 
Ore., home office agency manager for 
Oregon Mutual Life Insurance com- 
pany, is representing the Portland Ro- 
tary Club at this year’s international 
Rotary convention in Nice, France. On 
the trip he was accompanied by Mrs. 
Schoeffel. They will return home on 
the S. S. “Washington” July 16, after 
a visit to other countries. 


C. H. Garrison of Greenville, S. C., 
is the first agent to qualify for the 
“President’s Club” of the Provident Life 
& Accident this year. He is a former 
newspaper man. This is his first year 
in the business. He was the first man 
to qualify for the “Century Club,” pay- 
ing for $100,000 in less than four 
months. 


Sir Robert L. Borden, 82, president of 
the Crown Life of Canada, died at his 
home in Ottawa. He became noted as a 
politician when he served as prime min- 
ister of Canada during the war period. 
He was accorded a state funeral, which 
was attended by parliamentarians and 
representatives of foreign embassies and 
consulates. 


James H. MacLafferty, leading pro- 
ducer of the H. H. Hicks New York 
Life agency at Oakland, Calif., died 
there from a heart attack. In addition 
to his prominence in the life insurance 
fraternity he was well known in Cali- 
fornia, having at one time served as a 
congressman. 


L. A. Hanley, southwest Texas branch 
manager Reliance Life, has been elected 
president of the San Antonio Lions 
Club. Orville Eby, manager Kansas 
City Life, was elected a director. 


J. Stanley Edwards, Denver general 
agent Aetna Life, will speak on “Social 
Security Through Life Insurance” at a 
luncheon meeting of the Colorado Farm- 
ers Club in Colorado Springs June 19. 


In recognition of his work as deputy 
superintendent of the Michigan depart- 
ment and later as chief examiner of life 
companies or the New York department 
Nelson B. Hadley was awarded the hon- 
orary degree of doctor of public service 
by his alma mater, Hillsdale college, 
Hillsdale, Mich. Superintendent Pink 


A SALES CONTEST 


Peps Up Summer Business! 


Our complete sales contest dep’t. will 
help you help your salesmen! 

They'll want prizes which include a 
complete line of watches, diamonds, sil- 
verware, electrical goods, luggage, golf 
and tennis goods, etc. 

Electros, copy and layouts supplied for 
bulletins, house organs, etc., at no cost. 


SEND FOR OUR Fe eet —_— TODAY 


THE KEYSTONE 
MERCANTILE COMPANY 


Wholesalers 
58 E. WASHINGTON ST. CHICAGO 
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New Hampshire Group Is 
Awarded President’s Cup 











W. E. JOHNSON, JR. 


President Hardin of the Mutual Bene- 
fit Life presented to W. E. Johnson, Jr., 
of Nashua, N. H., head of the New 
Hampshire agency, the ‘President’s 
Cup,” which is awarded for agency 
achievement and service. A dinner was 
given where the award was made in the 
presence of some 150 guests. Those from 
the head office, in addition to President 
Hardin were Agency Executive H. G. 
Kenagy, Medical Director W. R. Ward, 
Field Service Manager F. D. Haselton 
and Editor Harry Richardson. Until 
August of last year, Mr. Haselton was 
a member of the New Hampshire 
agency. L. B. MacEwen of the agency 
acted as toastmaster. 


Growth in Ten Years 


The Mutual Benefit wrote its first 
policy in New Hampshire in 1846, a year 
after it was founded. The Nashua agency 
in 1927 produced $222,000 and had one 
full time agent. Ten years later the 
yearly production had been increased by 
more than tenfold. Eight members of 
the agency appeared on the honor roll. 
The agency has 11 full time men whose 
average production was over $100,000 a 
year. Mr. Johnson entered life insur- 
ance work when he was 20 years of age 
and has been very successful. He be- 
came associated as general agent with 
the Mutual Benefit in July, 1927. He 
is a Dartmouth man. He is president 
of the New Hampshire Life Underwrit- 
ers Association and a member of the 
Million Dollar Round Table of the na- 
tional body. One of his hobbies is mu- 
sic. He is a member of Temple choir 
and the Ashlar male quartet. 








sent a telegram of congratulation on be- 
half of the New York department. Gov- 
ernor Lehman of New York also wired 
his felicitations. Mr. Hadley recently 
retired from the New York department 
after many years service and is now an 
independent consultant on life insurance 
matters. 


H. W. Sanks of the Sanks Insurance 
Agency, Decatur, III., was married Sat- 
urday to Miss Frances A. Lake of that 
city in the Grace Methodist Church. The 
newlyweds are on a trip to Canada. The 
Sanks Insurance Agency is headed by 
O. A. Sanks, father of the bridegroom. 
The agency is district agent for the 
Northwestern Mutual Life. 

Savings Bank Bill Dies 

The Connecticut mutual savings bank 
life insurance bill, similar to the Massa- 
chusetts law, died with this session of 
the general assembly, since it did not get 
through the house before final adjourn- 
ment. The senate had passed the meas- 
ure. \ 











An Expression of Appreciation 
to Director of Insurance 


HONORABLE ERNEST PALMER 





Due to his intelligent and forceful leadership, 
Illinois has attained the distinction of having the 
soundest, strictest and most advanced insurance 
laws for the protection of the public of any state 
in the Union, bar none. 


Chicago, the heart of the middle west—a con- 
tiguous and compact territory having better than 
a fourth of all the wealth of the entire country— 
is now destined to take its rightful place as the 
center of the insurance industry of the United 
States. 





MUTUAL TRUST LIFE 


INSURANCE COMPANY 
Home Office 
135 South LaSalle Street 
Chicago, Illinois 























The growth of the Massachusetts Mutual 
Life Insurance Company is a story of 85 
years of increasing service. The ideal of 
the founders to make the Company par- 
ticularly a policyholders’ institution has 
always been closely adhered to, and 
throughout the country the name Mass- 
achusetts Mutual has become a synonym 
for quality and excellence in life insurance. 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
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Director Smrha of Nebraska Asked to 
Order Distribution Made by Royal 
Highlanders 





LINCOLN, NEB., June 17.—A re- 
quest has been filed with Insurance Di- 
rector Smrha that he cause an actuarial 
examination gf the Royal Highlanders 
to be made and that he direct the com- 
pany to distribute all excess reserves 
which good insurance practices and the 
laws of the state do not require. 

The petition sets up that on Dec. 31, 
1936, the Highlanders had assets of $4,- 
611,579, liabilities of $2,433,933 and a 
surplus of $2,117,000, being 189.47 per- 
cent solvent. The ratio of assets to 
every $1,000 of insurance is $469 and 
average assets are $569 for each of the 
8,017 policyholders, which is greater than 
a number of the largest life companies. 

Director Smrha holds that until the 
validity of the change from fraternal to 
mutual has been determined by the 
courts, it would not be advisable or le- 
gally possible for the department to or- 
der a distribution of excess surplus. He 
says that he is unable to find anything in 
the fraternal law that gives the depart- 
ment power to order such a distribution 
of its surplus assets, but that if the 
transformation is valid he can exercise 
such powers. 

Director Smrha_ wroie President 
Sharp of the Highlanders suggesting an 
actuarial examination to determine the 
amount of the reserves, and has been 
informed that work is now in progress. 
Part of the assets represent moneys be- 
longing to local lodges, and as these are 
now out of existence their funds have 
been returned to them. Mr. Sharp takes 
the position that, war clouds in Europe, 
the possibility of inflation and troubled 
business conditions require life compa- 
nies, to be certain of meeting all obliga- 
tions in full, to conserve their assets. 


Illinois Report Is Made 
on Globe Life of Chicago 


The Illinois department has released 
the report of the examination of the 
Globe Life of Chicago as of Dec. 31, 
showing assets $3,672,666, capital $100,- 
000, net surplus $386,583. The report 
says that its surplus indicates a good 
financial condition. It has cash imme- 
liately available amounting to $279,862. 
Of its assets 7.44 is in real estate, 5.44 
mortgage loans, 71.85 bonds, 1.86 stocks, 
7.62 cash, 2.97 policy loans. The report 
says the company is efficiently managed 
and the investment and underwriting 
practices are conservative. All dealings 
with policyholders appear to have been 
fair and equitable. A reduction in the 
actual to the expected mortality of 10.29 
percent was experienced during last 
year. It has insurance in force $18,954,- 
229. Its total income last year was 
$738,834 and disbursements $619,785. Its 
new business last year was $3,864,462, it 
has in force $24,299,870. Its mortality 
ratio was 55.11. W. J. Alexander is 
president. 





Increase in Special Effort 


While observance of Life Insurance 
Week, as a joint enterprise, has been 
dropped by Canadian companies, the 
Excelsior Life of Toronto continues to 
devote a week to focusing public atten- 
tion on life insurance, and finds this ef- 
fort reflected in increased sales. In the 
week May 31-June 5 the objective was 
$1,750,000 new business, compared to the 
$1,771,000 written in the similar week in 
1936. There was $2,351,783 new busi- 
ness written, or 34 percent more than 
the quota. Interest was stimulated by 
a wide advertising campaign, and by 
direct-mail material on the personal pen- 
sion plan, disseminated for five weeks. 
The Excelsior passed the $100,000,000 
in force mark May 27. 








Examination of the Continental Assur- 
ance of Chicago Was Conducted by 
Four State Departments 





The convention examination of the 
Continental Assurance of Chicago by 
Illinois, Maryland, South Dakota and 
Texas as of Dec. 31 has been released. 
Its assets are $24,855,984, capital $1,000,- 
000, net surplus $2,432,617. The report 
says that the financial condition is sound 
and the policyholders interests are 
amply protected. The cash position is 
good and the liquidity of its assets ap- 
pears to be sufficient to take care of any 
emergency. The policy claims are met 
promptly and in accordance wieh policy 
contracts. Its affairs are conducted 
economically and efficiently. It carries 
a contingency reserve of $484,176. It has 
insurance in force $207,831,020. The life 
premiums last year were $4,839,936, total 
income $6,153,983. Its accident and 
health premiums were $171,059. The 
disbursements were $3,906,809. It wrote 
in new business last year $27,906,568. 
Its mortality ratio was 49.37 percent. 





Yeomen Mutual Annual Meeting 


The Yeomen Mutual Life of Des 
Moines had 30 percent larger volume of 
new business during the first five 
months as contrasted to the same 1936 
period, according to the report of Presi- 
dent A Hoffman as given at the 
annual meeting. Substantial gain in as- 
sets and earnings were reported. Every 
month of 1937 the company has shown 
an increase in total business in force. 

In April of this year new business 
was 55 percent ahead of the same month 
in 1936. On June 1 the company had 
$96,000,000 of insurance in _ force. 
Ledger assets increased $2,067,553, 
bringing total assets to $26,513,731. 
About 60 percent of the assets are in 
cash or federal or municipal bonds. 

Mr. Hoffman cited the new dividend 
scale which was effective May 1. He 
said the business can look forward to a 
continuation of excellent conditions, the 
only cloud on the, horizon being the 
strike situation. However, this is an 
index of upward trend in business, he 
said. There is greater business volume, 
freer circulation of money, all of which 
has a beneficial effect on the business. 

All officers were reelected. 





Contest to End in Cruise 


The Gulf Life of Florida has opened 
a campaign which will be culminated by 
a cruise on the Caribbean Oct. 1. Many 
points of interest in Cuba will be vis- 
ited. Each man has a certain allot- 
ment in his department to make to be 
eligible. Between 60 and 75 percent of 
the agency force is expected to qualify, 
L. B. Robey, agency director, said. 

Each agent must get 600 points, 200 
in the ordinary department, allowing 10 
points per $1,000, 200 in the industrial 
department, allowing 10 points per dol- 
lar of industrial increase, and the re- 
maining 200 may be made in either or 
both departments. Superintendents quali- 
fications must be on the staff basis, re- 
gardless of how many men may be em- 
ployed during the contest period. Col- 
lection percentage must be 96 percert 
and arrears 35 percent through the week 
of Sept. 27. 


Colorado Life Examined 


The convention examination of the 
Colorado Life by Colorado, Nebraska. 
Texas and Washington has just been 
released. It shows an increase of insur- 
ance in force of $6,410,889 and an in- 
crease in admitted assets of $1,044,592 
from Dec. 31, 1933, to Dec. 31, 1936. 

Very little change was made in the 
1936 annual statement as furnished to 
the insurance departments and published 
in the Unique Manual Digest and Little 








22,500 shares of full participating stock 
at $10 per share par value and 25,500 
shares of limited participating stock at 
$1 per share. 





Company’s Name Changed 


Those who were interested in pro- 
moting the Progressive Life, an assess- 
ment company at Indianapolis, found 
that they were not succeeding to any 
extent and hence bought the holding 
company of the Anderson Home Life, 
an assessment company of Anderson, 
Ind., moved it to Indianapolis and 
changed its name to the Progressive 
Life. 





Farmers Union in Dakotas 


The Farmers Union Life of Des 
Moines has been licensed in North and 
South Dakota and will apply immediately 
for admission to Minnesota. E. E. Kin- 
singer, vice-president and secretary, said 
the company is expanding its field due 





H. H. Conland, publisher of the Hart- 
ford “Courant,” and Roy Wilcox, 
executive vice-president International 
Silver Company of Meriden, have been 
elected directors of Aetna Life, Aetna 
Casualty and Automobile of Hartford. 
They fill vacancies caused by the deaths 
recently of Edward Milligan and J. H. 
Roraback. Mr. Conland is also on the 
board of the Connecticut Mutual Life, 
Phoenix Fire of Hartford and Connec- 
ticut Fire. 


May Exempt Michigan Agents 

LANSING, MICH., June 17.—As ac- 
cepted by the senate, it appears that in- 
surance agents working chiefly on a 
commission basis will be exempted from 
the Michigan unemployment insurance 
act. The original law was enacted at a 
special session last fall. The amendment 
excluding agents would add to present 
exclusions: “Service performed by 
agents of insurance companies who are 
compensated principally or wholly on a 
commission basis.” 








LirE AGENCY CHANGES 





J. C. Elliott Is Promoted 
Becomes Penn Mutual General Agent 
at Newark, Succeeding the Late 
J. E. Gibbs 








The Penn Mutual Life has appointed 
J. C. Elliott general agent at Newark, 
to succeed J. E. Gibbs, who recently 
died. Mr. Elliott’s first business contact 
was with the American Steel & Wire 
Company as a clerk in 1912. After the 
war, in which he served in the Signal 
Corps as a lieutenant, he returned to 
his first employment, and for 10 years 
was a member of the sales production 
staff, part of the time in Philadelphia. 
He was a year with Prentice-Hall Tax 
Service as salesman and was in the real 
estate business in northern New Jersey. 

He joined the Newark agency of the 
Penn Mutual in 1931. At the end of 
his first year he was appointed super- 
visor and Mr. Gibbs, a month before his 
death, promoted Mr. Elliott to be su- 
perintendent of agents. 





State Mutual of Rome, Ga. 


Wins a Second Decision 





The recently reorganized State Mutual 
Life of Rome, Ga., chartered in Florida, 
and which has been operating for several 
months, won a second decision when 
Judge Pomeroy of the Fulton county 
superior court sustained its general de- 
murrer to the charge of fraud by three 
policyholders. 

The attorneys for the policyholders 
announced that this decision would be 
appealed on a bill of exceptions, and 
Judge Pomerly continued under a su- 
persedeas the restraining order forbid- 
ding the company to pay dividends un- 
til the suit is finally settled. However, 
permission was granted to pay death 
claims, loan or cash surrender values 
under policies now in force. 


Policyholders Charge Fraud 


The petition of the policyholders 
charged the company with fraudulently 
attempting to appropriate monies right- 
fully belonging to the policyholders. 
They alleged the newly reorganized 
company had obtained an order allow- 
ing the sale of the old State Mutual 
Life’s assets, fraudulently. 

Under the court order the charges of 
fraud were dismissed and the company 
is allowed to persue normal business 
but under the restrictions imposed by 
the supersedeas which will continue for 
20 days. 





Has New Los Angeles Agency 


Mel R. Nyman Has Joined the Cali- 
fornia-Western States Life in 
That City 








Mel R. Nyman has been appointed 
manager of the California-Western 
States Life in its third agency in metro- 





MEL R. NYMAN 


politan. Los Angeles. He has_ been 
branch manager of the Occidental Life 
in the San Francisco office for two years 
and previous to that was vice-president 
and general manager of the White & 
Odell agency of the Northwestern Na- 
tional Life at Minneapolis. He has pro- 
duced more than $20,000,000 of ordinary 
and group in the last 20 years. He was 
formerly president of the University 
Club of Minneapolis, president of the 
Minneapolis Rotary Club, first president 
of the Minneapolis Golf Club, vice- 
chairman of the life insurance commit- 
tee of the San Francisco chamber of 
commerce. He served as_commander 
of the American Legion Post 128 in 
Minneapolis. 





Girard Opens Two Offices 


The Girard Life has opened new of- 
fices in Pittsburgh and Cleveland. W. E. 
Watt, head of the agency bearing his 
name in Cleveland, has become general 
agent of that city. He has been in the 
business since 1904, when the went with 
the Continental Assurance. Offices will 
be in the Keith building. The agency 
was launched at a dinner attended by 
L. H. Baxter, also general agent in that 
city, G. A. Adsit, manager of agencies, 
medical men and field representatives. 

The Pittsburgh office, operated as 2 
unit of Swigart Associates, western 
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Pennsylvania general agents, will service 
policies, collect premiums and be head- 
quarters for Pittsburgh agents. W. J. 
Ellis, Jr., will be manager and offices are 
located in the Law & Finance building. 
Mr. Ellis, after studying insurance at 
the University of Pennsylvania, went 
with the John Hancock Mutual Life, 
Baltimore office and made a successful 
sales record in Washington, D. C. 


Smith Takes Tacoma Post 


R. E. Smith has been appointed gen- 
eral agent of the Occidental Life of 
California at Tacoma, Wash. A native 
of Chicago but reared in Omaha, he 
graduated from the University of Ne- 
braska and entered life insurance in 1928 
as a personal producer for the Mutual 
Life of New York, continuing with that 
company six years, when he and his 
brother were appointed joint general 
agents at Omaha of the Bankers Life 
of Nebraska. He resigned that con- 
nection to go to Tacoma. 


Ramsay in Charge in Newark 


John A. Ramsay this week took 
charge of the Newark agency of the 
Connecticut Mutual Life, succeeding 
C. J. Zimmerman, who has been trans- 
ferred to Chicago. 

Mr. Ramsay started with the Newark 
agency of the Penn Mutual Life in 1931 
as an agent and later became agency 
supervisor. In his six years with the 
Penn Mutual he has built up a_ unit 
which has produced more than $10, 
000,000 in new business. He is a former 
president of the Supervisors Associa- 
tion of Northern New Jersey. 


Newton Goes with Sanborn 


W. S. Newton, Jr., former northern 
New Jersey general agent of the Atlan- 
tic Life with headquarters in Newark, 
has been appointed supervisor of the 
Paul Sanborn agency, Connecticut Mu- 
tual, Boston He has been in life insur- 
ance for eight years, starting with the 
Fraser agency of the Connecticut Mu- 
tual in New York City as an agent in 
1929. After two years he then joined 
the McNulty agency of the Prudential 
in New York City as supervisor, re- 
maining more than three years. He 
became general agent of the Atlantic 
Life in 1935. 


Joins the Franklin Life 


Ralph Webb, formerly manager for 
the Union Central Life in Springfield, 
Ill., has resigned to join the home office 
agency of the Franklin Life as a per- 
sonal producer. 

Henry Lauer, formerly supervisor for 
the Aetna Life in the Springfield, IIl., 
territory, has joined the home office 
agency of the Franklin Life as district 
manager. 


Flynn with Mutual Trust 


Ralph Flynn, formerly an agent of 
the California-Western States Life in 
San Diego, Calif., was appointed district 
manager of the Mutual Trust Life with 
offices at 807 Electric building, San 
Diego. He formerly was with the com- 
Pany in Boston. He studied insurance 
economics at Harvard. His office is 
making a special drive for brokerage 
business. 














Go with Northwestern Mutual 


L. J. Miles and J. H. Pryor of Salis- 
bury, Md., have resigned from the Met- 
Topolitan Life to become district man- 
agers of the Northwestern Mutual Life 
or lower Delaware and the eastern 
shores of Maryland and Virginia. 





London Life’s Changes 


Appointment of J. H. Templin as man- 
ager of the London Life’s new ordinary 
branch at Hamilton, Ont., is accom- 
panied by other important staff changes. 
Mr. Templin was appointed district 
Manager in Ottawa in 1935 and on his 


| transfer to Hamilton, H. I. Weir will 


€come manager of the ordinary branch 
R. H. McCarten, district 
of the ordinary agency at 





Hamilton, continues as manager of that 
agency, whjch takes in the Niagara 
peninsula. 


Becomes Agency Director 


The New York Life’s central depart- 
ment, Chicago, has appointed J. S. 
Fredrickson agency director. He has 
been agency organizer. He will have 
charge of the central branch organiza- 
tion. 





Coley Ohio State Manager 


C. Y. Coley, formerly of High Point, 
N. C., has been named Ohio state man- 
ager of the Occidental Life with offices 
at 40 South Third street, Columbus. 


Landes Goes to St. Paul 


E. R. Landes, formerly manager of 
the Travelers at Toledo, O., has been 
transferred to St. Paul as manager. 








Opens Muskegon Office 


M. V. Anderson, formerly of New 
York City, has been appointed district 
agent for the New England Mutual Life 
— opened an agency in Muskegon, 

ich. 





Named by Provident Mutual 


R. C. Hartman, principal of the Oska- 
loosa, Ia., high school, has been ap- 
pointed general agent of the Provident 
Mutual Life for five counties in south- 
eastern Iowa with headquarters at Bur- 
lington. 


Open Pontiac, Mich., Office 


The Hercules Life and the Allstate, 
affiliates of Sears, Roebuck & Co., have 
opened a district office in the Sears, 
Roebuck building, Pontiac, Mich., with 
J. A. Taylor as district manager. 


C.L.U. NEWS 


NEW YORK CITY ELECTS 


Officers and. executive committee 
members of the New York City C.L.U. 
nominated last month were unanimously 
elected. New officers are Harry Krue- 
ger, Northwestern Mutual, president; C. 
Preston Dawson, New England Mutual, 
vice-president; H. M. Faser, Penn Mu- 
tual, .secretary-treasurer. Mr. Krueger 
made a short speech of acceptance, 
stressing the obligation of the C. L. U. 
not only to the public and to the life 
insurance business but also to the man. 
The C. L. U. should be financially suc- 
cessful so that the designation will mean 
something, and this is just as much of 
an obligation as the first two duties, he 
said. The retiring president, L. N. 
Whitelaw, Prudential, gave his report. 
R. S. Maechtel, Union Central, secre- 
tary-treasurer, gave his financial report, 
showirig the local chapter to be in ex- 
cellent financial condition. 

Se 
Cc. L. U. EXAMINATIONS 

Nearly 1,000 life men took the 11th 
series of the C. L. U. examination con- 
ducted by the American College of Life 
Underwriters from June 10-12 at 73 
different educational institutions. The 
examinations were conducted region- 
ally, the centers having been established 
at accessible points located in 37 states, 
the District of Columbia, Hawaii and 
China. 














Code Provides Retaliation 


Companies writing life or health and 
accident insurance in Oklahoma, includ- 
ing stipulated premium companies, fra- 
ternals and mutual benefits, must con- 
form to section 10,487 of the insurance 
code, which provides retaliatory meas- 
ures. An amendment by the last legis- 
lature states that no company organized 
under the state law nor companies of 
other states shall be permitted to write 
any kind of policy not permitted in the 
state where it was organized. 








Fatten your sales batting 
average in the life league this 
summer—get into the all-star. 
heavy artillery lineup of this 
fast-growing. 40 - year - stong 
company. Some fine openings 
right now. with a winning bat- 
tery to help you. 


INSURANCE COMPANY 
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you can show a record of #100,000 of 
paid-for personal production for the past 


you feel there is no further opportunity 
for growth in your present condition; 


you live in either Pennsylvania, New 
Jersey, Rhode Island, Maryland or Dela- 


you have family responsibilities. 


If the four items mentioned above describe your present con- 
dition, then you are the man we are looking for. The Bankers 
National Life Insurance Company can offer to men of this 
sort the chance of a lifetime to have a successful general 


Interest you? Can you meet the qualifications? ; Then write 
to William J. Sieger, Vice President and Superintendent of 
Agencies, for the complete story of this exceptional opportunity. 


BANKERS NATIONAL 
LIFE INSURANCE COMPANY 


¢ wont lov 
lo you- 


New Jersey 
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LIFE SALES MEETINGS 





Michigan Life’s Convention 


Annual Gathering This Week Will Fea- 
ture a Number of Prominent Speakers 
from Other Companies 








DETROIT, June 17.—More than 130 
Michigan Life agents will gather here 
Friday and Saturday for the annual sales 
convention. ‘Business sessions will be 
held Friday afternoon and Saturday 
morning, with the annual banquet on 
Friday evening, at which President A. J. 
Groesbeck will preside. Commissioner 
Gauss and Judge Joseph Moynahan will 
be guest speakers. The agents and their 
wives will be the guests of the company 
at Henry Ford’s Greenfield Village Sat- 
urday afternoon followed by dinner at 
Dearborn Inn. 

Speakers at the Friday business ses- 
sion will include G. E. Lackey, general 
agent Massachusetts Mutual; H. C. 
White, general agent Connecticut Mu- 
tual, and E. B. Brink, state agent Mutual 
Benefit Health & Accident. A. J. Mc- 
Andless, Fort Wayne, executive vice- 
president Lincoln National Life, and 
V. J. Harrold, Fort Wayne manager 
Lincoln National, will be featured on the 
program Saturday morning. 

Among the home office executives 
who will take part are L. J. Treanor, 
executive vice-president; S. E. Lamb, 
vice-president and secretary; W. E. 
Robb, A. J. Crawford and J. H. Hands, 
vice-presidents; Col. S. D. Pepper, coun- 
sel, and L. W. Watkins, treasurer. 





Women Agents’ Conference 


Mrs. Charlotte B. Walrath’s unit of 
women agents of the Equitable Life of 
New York at the Fort Plain, N. Y., 
agency held its fourth annual confer- 
ence in Camp Natoma on Otsego Lake. 
There were in attendance women from 
many sections of the state, extending 
from Middletown to Watertown and in- 
cluding intervening towns and cities. 
Miss Beatrice Jones, who is a success- 
ful manager of a woman’s group of 
Equitable agents in New York City, 
conducted two interesting sessions. She 
has had many years of experience in 
life insurance and is entirely convinced 
that women are uniquely fitted for suc- 
cess in this particular field. 

On Sunday about 30 guests of the 
women of the conference attended a buf- 
fet supper. 

H. C. Nolting, Syracuse agency man- 
ager, and Homer Davis, head of the 
educational department of the Syracuse 
agency, were at Camp Natoma. Mr. 
Davis held a session in the morning and 
Mr. Nolting gave a talk on “Salesman- 
ship.” He reviewed briefly many of the 
recent books that have been written on 
the subject and gave additional sugges- 
tions and experiences of his own drawn 
from his 27 years with the Equitable. 


Aetna Regional in Colorado 


The Aetna Life will hold a regional 
convention at the Broadmoor hotel, 
Colorado Springs, Aug. 30-Sept. 2. About 
500 agents are expected to attend this 
meeting, which will include representa- 
tives from all the territory west of the 
Mississippi. Over 200 have already 
qualified. With an excellent program 
planned and following as it does the 
convention of the National Association 
of Life Underwriters in Denver in Aug- 
ust, the meeting is expected to be one 
of the largest conventions ever held. by 
the Aetna. 








Guaranty, Iowa, Has Meeting 


The Guaranty Life of Iowa held a 
state sales meeting in Quincy, Ill. The 
convention closed a campaign started in 
February. Prize winners were an- 
nounced, with L. B. Nelson, Lewistown, 
Mo., first; A. L.. Hutson, Bloomington, 
Ill., second; M. L. Dunham, La Harpe, 


third, and Ivan Matticks, Knox City, 
Ill., fourth. 

President L. J. Dougherty and 
Agency Secretary J. L. Gillstrap at- 
tended. J. F. Garner of Quincy spoke 
at the luncheon. F. Wellman, 
Quincy, IIl., Missouri state manager, 
presided. Other district managers. at- 
tending were W. Y. Rick, Newark, Mo.; 
H. O. Jenkins, Mendon, Ill.; T. H. Hil- 
debrand, Bloomington, IIl.; Lloyd 
Bowen, Clayton, and R. M. Smith, Ma- 
comb. Future state conventions will be 
held in Quincy. 





Meet at Green Bay, Wis. 


Representatives of the Joseph Moore 
agency of the North American Life of 
Chicago met at Green Bay, Wis., for a 
sales conference in charge of Paul Mc- 
Namara, vice-president, who spoke on 
the relation of the social security act to 
life insurance. Edward Healy, agent at 
Rhinelander, Wis., talked on selling life 
insurance in a small community. About 
32 agents from northern Wisconsin at- 
tended. 


Agricultural Plans Meeting 


B. B. Brady, president Agricultural 
Life, has announced plans for an agency 
convention at the home office in Detroit, 
July 9-10, to bring together a substantial 
portion of the field force. Qualifying 











production requirement was placed low 
to enable most of the agents to attend. 
They will be the guests at ball games 
between the Detroit Tigers and New 
York Yankees both days. The home 
office force as well as the agents will at- 
tend a banquet. 

The convention will open with an 
agency meeting which will be continued 
after luncheon and next morning. Presi- 








dent Brady, Executive vice-president 
S. A. Lambert, Agency Manager M. E. 
O’Brien and other underyriting and 
medical officials will address the con- 
vention together with outstanding 
agents. A boat ride on Lake St. Clair 
or a theater party, depending on the 
weather, will be given the first night. 
New business written by the Agri- 
cultural Life in the first five months 
showed large increase over that for the 
same period of 1936, says Mr. O’Brien. 





Lee at Denver Meeting 


Laurence F. Lee, president Occidental 
Life of Raleigh, N. C., and Peninsular 
Life, Jacksonville, Fla., attended all-day 
business conference of Colorado agents 
of his companies in Denver. 

“Business conditions have been im- 
proving steadily,’ Mr. Lee told the con- 
ferences. “Continued improvement de- 
pends largely on how the government 
behaves. If the federal administration 
will give business a free hand, if what 
seems to be the modern trend toward 
regulation and control is stopped, then 
all of us really will ‘go places.’ ” 





Plan Convention in Miami 


Early in January, 1938, the Equitable 
Life of New York’s $200,000 Club will 
hold an educational conference in the 
Miami-Biltmore, Miami, Fla. Attendance 
of 700 to 800 qualified agents is antici- 
pated. The sessions will continue over 
three days. There will be a number of 
home office officials present, taking part 
in discussions and giving inspirational 
and educational talks. 





Equitable’s South Dakota Conference 


Thirty agents of the Equitable Life 
of New York attended a sales con- 
ference at Aberdeen, S. D., conducted by 
the Minneapolis office. A. B. Shea, 
Minneapolis, was in charge. C. W. 





Poole, Aberdeen, presided. 








VIEWED FROM New YORK 





KEE AGENCY SALES CONGRESS 


The Kee agency of the Mutual Life of 
New York in Brooklyn will have its 
third annual sales congress at the Gar- 
den City Hotel June 25. There will be 
an educational conference in the morn- 
ing and the afternoon will be given over 
to golf, tennis, swimming and other 
sports. In the evening there will be 
dinner and dancing. 

John D. Howell, J. Elliott Hall agency 
Penn Mutual Life, New York City, will 
talk on settlement option, a field in 
which he is a recognized expert. Other 
speakers, all with the Kee agency, are 
Manager W. H. Kee, Agency Organizer 
F. D. Bonner, Branch Manager Morris 
Largeman, Educational Director C. E. 
Haas, L. A. Shepherd, Statistician H. O. 
Finch, S. B. Diefendorf, District Man- 
ager Max Haas, J. E. Kunken, Super- 
vising Assistant B. A. Haas, and Simon 
Kaufman. 

* * * 


WHITHER SETTLEMENT OPTION? 


The talk which Assistant Secretary O. 
F. Grahame of the Guardian Life of 
New York made on settlement options 
at the New York City C. L. U. meet- 
ing provoked plenty of discussion among 
those who stayed around to chat after 
the luncheon. Some felt that a general 
tightening up by companies on the lib- 
erality of settlement option privileges 
would bring the trust companies back 
into the life insurance picture to a far 
greater extent than they are at present. 

Most interest centered around Mr. 
Grahame’s forecast that beneficiaries 
would not be allowed to switch from 
one option to another at an indetermin- 
ate time in the future. This is frequently 
done in connection with the interest op- 
tion, the beneficiary changing from this 
option to the life income option when 
she attains the age where the annuity 
from the latter option gives a consider- 


By R. B. MITCHELL 











ably larger income than is possible from 
interest only. At younger ages there 
is not so much difference in the income. 

The objection of the companies is not 
to the practice of switching as such, but 
the fact that it increases the chances 
for adverse selection, since only those 
payees who feel sure they are in excel- 
lent health will make the change to the 
life income options. There appeared 
little dissent from the general idea of 
simplifying settlement option procedure. 
Optional modes of settlement have been 
the entering wedge for many sales and 
have resulted frequently in larger cases 
that would otherwise have been sold. 
But they have also been the cause of 
agents bothering their heads with an 
endless amount of detail, while compa- 
nies and agencies have been put to very 
considerable expense in the way of cler- 
ical work for which no loading is pro- 
vided -in the options. 

Most of these complications have 
been the result of competition and are 


‘of little real use to the policyholder or 


his beneficiaries. Frequently they do 
more harm than good, for the more 
complicated they are the more necessary 
it is that al of their various ratifications 
are kept up to date at all times. Many 
agents would undoubtedly be glad to 
have the company say “thus far and no 
farther,’ and let the trust companies 
worry about anything beyond that point. 


* *K * 
KNIGHT AGENCY HAS OUTING 


The fifth annual outing of the C. B. 
Knight agency of the Union Central 
Life in New York City was marked by 
the presence of President W. Howard 
Cox, who awarded the cup to the lead- 
ing club in the “baseball” contest which 
the agency, divided into teams, has been 
strenuously engaged for 30 working 
days. There were three leagues, the 
Union, Central and Knight, each com- 








Heads Life Supervisors’ 
Organization in N. Y. City 


————_' 











JOSEPH V. 


DAVIS 


Joseph V. Davis, associate agency 
manager T. M. Riehle agency, Equitable 
Life of New York, was elected president 
of the New York City Life Supervisors 
Association. Other officers for the com: 
ing year are: L. M. Baker, DeLong 
agency Mutual Benefit Life, vice-presi- 
dent; and S. D. Rosan, C. B. Knight 
agency, Union Central Life, secretary- 
treasurer. 

Members of the executive committee 
are Harold Cronin, McNulty agency, 
Prudential; W. C. Smerling, Wolfson 
agency, Berkshire; A. L. Sullivan, Bragg 
agency, Guardian of N. Y.; W. K. Vic- 
kers, Patterson agency, Massachusetts 
Mutual, and Stanley Weiland, Luther- 
Keffer agency, Aetna. In addition the 
two immediate past presidents who serve 
on the executive committee are J. F. 
MacGrath, Jr., Cerf agency Fidelity Mu- 
tual, two years; and Jerome Siegel, Mc- 
George agency, Prudential, one year. 


Davis Long With Riehle 


Mr. Davis has been with the Riehle 
Agency for 12 years. Starting from 
scratch, he built an outstanding unit, not 
only in volume of production but in the 
development of a compact group of well 
trained, careered life agents. For many 
years his unit has led all the Equitable 
Life units in Greater New York and is 
one of the top units in the entire coun- 
try. He was appointed associate agency 
manager early this year. Mr. Davis is 
active in the New York City Life Under- 
writers Association and is a member of 
the executive committee. He has served 
on many of its other committees. 

Mr. Baker, the new vice-president, 
entered life insurance in 1903 with the 
New England Mutual home office. He 
went to New York as agency cashier in 
1908 and returned to the home office in 
1915, in charge of the auditing depart- 
ment. He returned to the field as asso- 
ciate general agent of the H. F. Gray 
agency of the Connecticut Mutual Life 
in New York City and after six years 
joined the DeLong agency as assistant 
to the agent in 1934. 

Mr. Rosan joined the Knight agency 
in 1924 and is a charter member of the 
company’s Quarter Million Dollar Club. 
He was chairman of the committee 
which drafted the constitution and code 
of ethics of the Life Supervisors Asso- 
ciation and has been active in legisla- 
tive matters affecting the life insurance 
business in New York state. 

The annual meeting took place at the 
Rockville Center Country Club in con- 
nection with the association’s all-day 
outing which culminated with a dinner 
in the evening, 








posed of six teams. Herman Stark, head 
of the winning Central league, received 
the victor’s trophy from Mr. Cox and 
small replicas of the cup were awarded 
to each of the other five team captains 
in the Central league: Schuyler Living- 
ston, H. S. Baketel, Jr., Sigmund Wilt- 
schek, Isidore Fleshner, and William 








Albrecht. ; 
For the first time the annual outing 
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included the entire office staff as well 
as the agents. The office closed promptly 
at noon and a, double decker bus took 
the office staff, numbering about 60, to 
the Westchester Country Club at Rye, 
N. Y., where the outing was held. Spe- 
cial events were arranged for the women 
members of the party. At the dinner 
which concluded the day’s festivities, a 
total of about 185 were present. 
* * x 


A. V. OTT AGENCY LEADER 


A. V. Ott, agency manager Equitable 
Life of New York at 393 Seventh ave- 
nue, New York City, was No. 1 in the 
metropolitan department for May. This 
office was No: 4 in the entire United 
States. The percentage of increase over 
last year during the same period was as 
follows: 


Month Year 
Percent Percent 
CE 6.o bt es 6 ewneecunee 38 17 
BPFGSONG <.06:s.s.0's 0's «oe 65 60 
VOREENE® 6 oS ete tow eceates 134 65 
* * * 


LEONARD AGENCY WINNER 


The M. H. Leonard agency of the 
National Life of Vermont in New York 
City won first place in its league in the 
company’s “Fielding for Field” contest 
recently run in connection with the cele- 
bration of Vice-president E. D. Field’s 
40 years of service. The day, which 
began with a sales meeting, included a 
luncheon and attendance at a baseball 





game at the Yankee stadium, culminated 
with a banquet at which Vice-president 
Field presented to Mr. Leonard ‘the 
trophy for placing first in the league and 
individual awards to E. P. Short and 
W. W. Bancker, both of whom won 
places on the “all-star scoring team” for 
volume of business produced. The con- 
test was based on written business of 
which the agency rolled up $521,872. 
* * * 
PRACTICAL USE FOR A GAG 


Everybody has heard about the 
agent, up against a rebating competitor, 
who told the prospect that he could just 
as well get a 100 percent rebate as the 
50 percent he had been offered. 

New York City agent, however, 
worked this story to its logical conclu- 
sion and saved a good sized case. He 
succeeded in getting the prospect so in- 
censed at the rebater for only offering 
50 percent rebate by the agent in ques- 
that he wrote a letter for the ethical 
agent to send to the rebater’s company, 
saying that he had been offered only a 
50 percent rebate by the agent in ques- 
tion whereas according to the prospect’s 
understanding the usual rebate was 100 
percent. 

When the rebater learned from his 
prospect that such a damaging letter 
was in his competitor’s hands, he became 
panic-stricken and exclaimed, ‘Go ahead 
and buy the insurance from him but for 
God’s sake get that letter back.” The 
prospect did both. 








As SEEN FROM CHICAGO 





OTTENHEIMER AGENCY’S YEAR 


The M. L. Ottenheimer Sons agency 
of the Lincoln National Life in Chicago 
in the Willoughby Tower is being con- 
ducted under the same name although 
the senior member, M. L. Ottenheimer, 
died some months ago. There was a 
rumor that the agency would discon- 
tinue, which F. L. Ottenheimer of the 
firm denies. Mr. Ottenheimer states 
that there has been a steady increase in 
business. In addition to personal busi- 
ness, the firm does a considerable bro- 
kerage volume. 

ae 
ARRANGES FOR SALES CONTESTS 


The Keystone Mercantile Company of 
58 East Washington street, Chicago, 
which specializes in merchandise and in- 
surance prizes for sales contests, states 
that during the summer many offices are 
increasing their business through the 
plans laid out by this house. The Key- 
stone is carrying a complete line of mer- 
chandise, electros, copy and layouts, all 
of which are supplied in connection with 
any campaign that it develops. 

ce x 
SHERMAN OFFICE’S RECORD 


In May the J. H. Sherman agency 
Penn Mutual Life, Chicago, brought its 
string of consecutive monthly life in- 
surance plus signs to 30. Each month 
since December, 1934, the agency has 
paid for more business than it did dur- 
ing the corresponding month of the pre- 
vious year. Over 2,200 lives have been 
insured for $10,000,000. 

The Sherman agency is the life de- 
partment of W. A. Alexander & Co., 
well known multiple line agency. The 
office has made a specialty of attracting 
young men to the business, and the rec- 
ord was kept up during May princi- 
pally through efforts of some of the 
more youthful producers. The outstand- 
ing man of the Sherman agency last 
month was Dan Rach, who signed his 
contract in February, 1937. In this time 
he has made an unusual record and if 
he continues his present pace he is ex- 
pected to pay for over $200,000 in his 
first year in the business. He turned in 
$42,000 paid life business during May. 
His older brother, John, is also a pro- 
ducer, and the younger Mr. Rach, who 
is only 25, “hung around” the office for 
several months, occasionally directing 
business his brother’s way, before en- 
tering it himself. 

Their father is a Chicago physician 








and many of the younger son’s pros- 
pects have been doctors. Mr. Sherman 
said the secret of the youth’s success 
has been a thorough grasp of the busi- 
ness plus a sincere manner of presenta- 
tion, 

Incidentally, the 30th month was 
marked as a success by the agency’s 
paying for 25 lives for $120,000 in the 
last two business days of the month. 

* * * 

AGENCY MEN HONOR McKEOUGH 

Chicago general agents as well as 
company officials of the Penn Mutual 
attended a lunch given Wednesday by 
J. H. Sherman in honor of A. E. Mc- 
Keough, newly elected president of the 
Chicago Association of Life Underwrit- 
ers. Mr. McKeough is a unit manager 
in Mr. Sherman’s general agency, which 
is the life insurance department of W. 
A. Alexander & Co. Several Chicago 
association officials also attended. 

Penn Mutual men attending included: 
C. B. Stumes, A. A. Loeb of the Stumes 
& Loeb general agency; J. M. Royer, 
general agent; A. E. Patterson, vice- 
president; E. P. Huttinger, agency sec- 
retary; Wallis Boileau, Jr., superintend- 
ent of agencies; and Grover Davis, man- 
ager field service, and W. H. Nenner. 

*x* * x* 
FEDERATION OUTING JULY 15 

The outing and annual meeting of the 
Illinois Insurance Federation will be 
held at Aurora country club, Aurora, 
Ill., July 15. This will be an all-day 
event, with lunch and dinner at which 
prizes in the golf tournament will be 
awarded. The business meeting, with 
report of officers and election, also will 
be held. 


Huebner Unable to Speak at 
Denver Pre-Convention Rally 





Plans to have Dr. S. S. Huebner, 
president American College of Life 
Underwriters, speak at a giant policy- 
holders meeting the night of Aug. 23, as 
the opening feature of the annual meet- 
ing of the National Association of Life 
Underwriters in Denver, have been can- 
celled due to the illness of Dr. Huebner, 
who stated that his physician had ad- 
vised him against the inevitable strain 
that he would have to undergo in speak- 
ing before such a large gathering. 
Whether the meeting will be cancelled 
or another speaker substituted for Dr. 
Huebner has not been definitely decided. 


| ina eater peace 


AGENCY MINDED 


means 


SALES-MINDED 


Company officials who recognize the interest of 
field representatives as their own are known as 
“agency-minded” officials. A better term would 
be “sales-minded” because in sales lie the chief 
concern of both Home Office and Agency. 


And in sales—both first-year and renewal—in both 
new production and conservation—Fieldmen de- 
serve every Home Office cooperation. The Pan- 
American is proud that through its agency systems 
and field service it has come to be regarded an 
agency-minded—or sales-minded—company. 


Address: 
EDWARD G. SIMMONS 


Vice-President & General Manager 


PAN-AMERICAN LIFE INSURANCE COMPANY 
New Orleans, U. S. A. 


Crawford H. Ellis, President 
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INSURANCE COMPANY 
OF ILLINOIS 


A Legal Reserve Company 
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ALFRED MAC ARTHUR, President 
720 NORTH MICHIGAN AVENUE 
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PACIFIC COAST AND MOUNTAIN 





Legislative Results Found 
Satisfactory in Colorado 





DENVER, June 17.—J. Stanley Ed- 
wards, general agent of the Aetna Life 
in Denver, has received a letter from the 
Life Presidents Association congratulat- 
ing the Denver Association of Life 
Underwriters and himself on the suc- 
cessful conclusion of the legislative cam- 
paign conducted by the group during the 
session of the Colorado legislature. All 
measures supported by the presidents’ 
association passed, including reduction 
in policy interest, the anti-twisting meas- 
ure and the mutual benefit bill, and the 
measures the group opposed were de- 
feated. The local association was suc- 
cessful in having insurance companies 
excluded from the provisions of the 
recently enacted service tax and income 
tax laws. 

The anti-twisting bill has been signed 
by Governor Ammons. 





Service Union Is Outlawed 


The Colorado supreme court in an 
action initiated by the state has revoked 
the charter of the International Service 
Union. This concern was organized in 
1932 under the corporations not for 
profit act which provides: “Associations 





i, YOU are looking for a 
selling job with a growing 
life company, one that has 
been tested by the years, 
one that is big enough 
to be in the top class and 
small enough to know your 
first name, get in touch 
with J. DeWitt Mills, vice- 
president of Central States 
Life Insurance Company, 
St. Louis, Mo. 


We offer in return for your 
services, liberal commis- 
sion contracts, up-to-the- 
minute policies with all 
the usual benefits and some 
that are distinctively char- 
acteristic of Central States, 
plus the kind of agency 
service that good sales- 
men deserve. 


Write for a copy of “Field 
Features,” the booklet that 
gives you the complete 
Central States picture. 


Desirable territory avail- 
able in Mo.,. Ark., Okla., 
Texas, Nebr., Colo., Utah, 
Wyo., Calif., and Florida. 


CENTRAL STATES 
LIFE INSURANCE COMPANY 
ST. LOUIS 

















and societies which are intended to 
benefit the widows, orphans, heirs and 
devisees of deceased members thereof, 
and where the members shall receive no 
money as profit or otherwise, shall not 
be deemed insurance companies.” , 

This concern undertook to sell acci- 
dent and health insurance and when it 
was challenged on this activity, admitted 
that it was illegal and ceased it. The 
state also objected to a provision where- 
under a certain amount of cash value 
might be accumulated by the certificate 
holders. The court held that the state 
was correct in objecting to this and that 
by giving this cash value the concern 
is Operating on the mutual assessment 
plan and the corporation is operating 
contrary to law. 





Writes Over Million in May 


With rate increases effective June 1 
as a stimulus, Leon A. Soper and his 20 
associates of the southern California 
agency of the Phoenix Mutual Life at 
Los Angeles launched a drive for “a 
million in May.” The agency not only 
made its objective but exceeded it by 
nearly 38 percent, the total volume sub- 
mitted being 224 applications for $1,- 
379,805. 





Millionaire’s Record Analyzed 


The record of A. K. Deutsch of the 
San Francisco agency of the Equitable 
of New York in achieving membership 
in the Million Dollar Round Table of 
the National Association of Life Under- 
writers has just been analyzed by his 
manager, A. W. Carne. Mr. Carne says 
Mr. Deutsch paid for more than $1,000,- 
000 of new business in the ten months 
ending May 15 on 104 lives. Only one 


case was for $100,000 or more; 25 for 


\ 


bhe 
GENERAL 
MUTUAL 
LIFE 


VAN WERT, OHIO 


Cc. M. PURMORT, President 


@ OPENINGS in Illinois and 
Ohio are still available under 
our liberal Agents’ and Gen- 
eral Agents’ contracts. Attrac- 
tive renewals. Liberal commis- 
sions. Unusual sales promo- 
tion. Close home office co- 
operation. Write for complete 
details today. @ @ @ © 








$1,000 each; 21 for $1,000-$5,000; 10 for 
$5,000-$7,500 and 20 for $10,000 each. 


Four Pass L. O. M. A. Test 


Four members of the office staff of 
the New York Life’s San Francisco 
agency, H. F. Luttickin, A. G. Mere- 
dith, R. R. Rollins and S. E. Struck, 
have passed their first examination in 
the three-year course of the Life Office 
Management Association. There were 
19 candidates enrolled in the classes re- 
cently completed in that city under the 
general supervision of J. M. Cody, New 
York Life. 





Gumm on Coast Trip 


Karl Gumm, assistant superintendent 
of agencies National Life of Vermont, 
is visiting Pacific Coast agencies. He 
spent several days in Los Angeles with 
W. J. Stoessel, general agent, and ad- 
dressed the field force. He expects tc 
visit the San Francisco, Portland and 
Seattle agencies before returning to the 
home office. 


Withdraws Minnesota Policy 


ST. PAUL, MINN., June 17.—Action 
taken this week by the Policyholders 
National Life of Sioux Falls, S. D., holds 
up the sale in Minneasota of one policy 
which it has been featuring. It gives 
the purchaser the right to acquire stock 
in the company as part of his contract 
and Commissioner Yetka has opposed 
its sale. ; 

The matter has been before the insur- 
ance department for a year and some 
time ago came up for hearing before 
the state commerce department. The 
Minnesota attorney general had ruled 
that the sale of such a policy was in 
effect selling stock in the company and 
the company had no license to do that. 
It thereupon made application for per- 
mission to sell this type of policy from 
the securities commission but this week 
asked to withdraw the application. 


Kavanagh Cites Group Gains 

Group insurance is increasing rapidly 
in the United States and now accounts 
for 12 percent of the life insurance writ- 
ten, J. Kavanagh, vice-president 
Metropolitan Life, said in a talk to a 
group of St. Paul business executives. 

He said that large business firms are 
realizing more and more the need of 
providing some sort of security for their 
employes. 

Mr. Kavanagh was accompanied to St. 
Paul by E. R. Sesse, Chicago manager. 
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POLICIES 





Four Companies Will Write 
Term Home Loan Policies 





The Massachusetts Cooperative Bank 
League has arranged with four Massa- 
chusetts life companies, the John Han- 
cock, Berkshire Life, Massachusetts 
Mutual Life and New England Mutual 
Life, to furnish term policies covering 
unpaid portions of home loan mortgages 
in cooperation with 213 cooperative 
banks and savings and land associations, 
under the “Home Owners Protective 
Plan.” The bank and insurance com- 
missioners have approved the plan. The 
life policies will run for the same term 
and same amount as the home mortgage 
with a single premium payment, which 
allows a low rate. The face value di- 
minishes as payments are made on the 
mortgage and terminates with the last 
payment on the mortgage. The banks 
will accommodate applicants for new 
mortgage loans or those already carry- 
ing mortgages. They will add the amount 
of the premium to the loan, to be repaid 
in monthly installments. The premium 
varies as to the age of the insurer, being 
$57.56 at age 30 and $71.01 at age 40 
for a 13-year period. 





Minnesota Mutual Makes 
Changes in Annuity Scale 





_The Minnesota Mutual Life has re- 
vised the annuity section of its manual, 
increasing the considerations’ substan. 
tially. Illustrative rates for males under 
the new scale are: 


F Cash 
Life Refund Refund 
$2,615.10 $2,643.10 
2,511.50 2,540.50 
2,396.60 2,427.50 
2,271.00 2,304.50 
2,135.00 2,172.10 
1,989.70 2,031.20 
1,836.60 1,883.10 
1,677.50 1,729.90 
1,514.90 1,573.40 
1,351.60 1,416.20 
1,190.80 1,261.90 
1,035.9 1,113.10 
890.10 974.10 
756.60 849.80 





Effect of Ultra Vires Act 


The provision in the Colorado code 
prohibiting the issuance by a mutual 
life company of any one policy for a 
greater principal sum than 20 percent of 
its assets does not automatically vitiate 
policies exceeding the prescribed maxi- 
mum, the Colorado supreme court has 
held in United States Mutual of Denver 
vs. Taylor. A violation of the insurance 
code in this respect, in the absence of a 
clear, statutory requirement, cannot be 
allowed to destroy contractual obliga- 
tions merely because technically the 
company’s act is ultra vires. 

Taylor was insured for $1,000. The 
time he purchased the contract, the 
assets of the United States Mutual were 
$3,155. Taylor’s beneficiary, the supreme 
court held, was entitled to the $1,000 
judgment. 


Cron Returns to Daily Field 


Robert Cron, recently appointed busi- 
ness manager of the “Insurance Field,” 
has resigned to accept a post as adver- 
tising counselor concentrating on insur- 
ance for the Des Moines “Register & 
Tribune.” Mr. Cron left the “Register 
& Tribune” four years ago to become 
associate editor of the “Insurance Field” 
at Louisville. A year later he was made 
associate editor in Chicago and _ last 
year was placed in charge of that office. 

He was appointed business manager 
June 1 on the resignation of J. S. Craik, 
secretary. 


F. D, Perkins, 68, with the Mutual Life 
of New York at Providence, R. I., for 
more than 30 years, 
heart attack. 


died there of a 
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LEGAL RESERVE FRATERNALS 





Modern Woodmen Head Camp 


Society Has Quadrennial Conclave in 
Chicago; Representation and Ad- 
ministration Setup Changed 





Principal business at the quadrennial 
head camp of the Modern Woodmen of 
America was revamping its administra- 
tion and representation. The fraternal’s 
financial picture is good, and the social 
security act should give considerable 
stimulus to producers, now that its con- 
stitutionality is definitely settled and the 
public may safely take it into considera- 
tion in figuring retirement plans, A. R. 
Talbot, national president, reported. 


Change in Delegate Number 


The society will have one delegate 
for every 3,000 members instead of one 
for every 2,000 as heretofore, this pro- 
posal being endorsed by Mr. Talbot. 
The dual form of government was abol- 
ished, management being vested in a 
board of seven, with the national presi- 
dent, secretary and treasurer ex-officio 
members. Formerly there was a board 
of seven which joined the president and 
secretary to form the executive council. 
George Hatzenbuhler, Bloomington, IIl., 
board chairman, and F. R. Korns, Des 
Moines, retired. Mr. Hatzenbuhler, who 
has been one of the most active society 
members for many years, will devote his 
time to investment and real estate work 
in Chicago and Bloomington as well as 
to his local fire and casualty agency in 
the latter city. 

In addition to Mr. Talbot, of Lincoln, 
Neb., the other officers are: J. G. Ray, 
Rock Island, Ill., national secretary; 
O. E. Aleshire, Chicago, national treas- 
urer, and E. J. Bullard, Detroit; F. M. 
McDavid, Springfield, Mo.; W. W. Gor- 
don, Kansas City, Kan., and H. 
Turner, Paducah, Ky., members of the 
board. 

The State Managers Association has 
been reorganized as a social body. J 
Trout of Indiana was elected president 
and J. C. Phillips, Rock Island, Ill., was 
named secretary-treasurer. The Camp 
Secretaries Association held a dinner, 
with review of that organization’s work. 


Long Service of Directors 


Both Mr. Hatzenbuhler and Mr. 
Korns have long records of service. The 
latter has ‘been a board member since 
1911. Mr. Hatzenbuhler became a mem- 
ber of the board in 1929, and had served 
as chairman since July, 1933. He has 
been connected with the society for 29 
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Prospect Leads? 


Lutheran Brotherhood field men 
need never be idle for lack of 
prospects. Our men have a 
selected field of operation. All 
Lutheran men, women and chil- 
dren are eligible for Brother- 
hood insurance. 


Lutheran salesmen, for 
a greater field in sell- 
ing, write 


LUTHERAN 
BROTHERHOOD 


LEGAL RESERVE LIFE INS. 
Herman L. Ekern, President 
Minneapolis Minnesota 














years, as a district manager, inspector 
and state manager for IlIlinois. 

Modern Woodmen has completed its 
54th year. Reports at the head camp 
show the society finished 1936 with as- 
sets aggregating in excess of $69,000,000, 
gain of more than $9,000,000 for the 
year. Since organization, $545,000,000 
has been paid in death benefits and cash 
benefits paid to living members total 
more than $25,000,000. The society has 
approximately 500,000 members in more 
than 10,000 local camps in the United 
States and Canada, with total volume in 
force of $612,968,225. 





Policyholder in Suit to 
Void Pan-National Deal 


Transfer of assets to the Pan-Na- 
tional, a newly organized stock com- 
pany which took over the Pan-National 
Insurance Association, a fraternal, both 
of Oklahoma City, was challenged by 
P. E. Hemphill of Pawhuska, a policy- 
holder of the society, in suit filed in dis- 
trict court of Oklahoma county. The 
petition asks a receiver be appointed 
for the stock company. The Pan-Na- 
tional assumed all liabilities of the fra- 
ternal. 

Hemphill charged the new company 
was formed and assets transferred with- 
out due notice to policyholders, who he 
claimed, had lost interest in $18,000 sur- 
plus. He asked the transfer of that sum 
be voided. A temporary restraining or- 
der was issued and hearing set for June 
22. 

Leonard Savage, attorney for the 
stock company, stated that in the deal 
a surplus was provided in a special fund 
to be used solely for protection of pol- 
icyholders in the fraternal. He stated 
this money is to be refunded as soon 
as the new organization, with the ap- 
proval of the commissioner, sets up a 
surplus sufficient to warrant it. 


Oklahoma Supreme Court 
Rules on Disability Point 


When a fraternal certificate provides 
a member, in case of permanent dis- 
ability, may claim and receive certain 
disability benefits and he becomes dis- 
abled and presents such claim, and 
pending settlement dies, the disability 
payment accrued and claimed by him is 
properly payable to his administrator, 
and the death beneficiaries named in the 
certificate are not as such beneficiaries 
entitled to the disability payment, the 
Oklahoma Supreme court ruled, in the 
case of Ancient Order of United Work- 
men vs. W. H. Milam. 

When a fraternal membership pro- 
vides that a specific disability payment 
in case of permanent disability may be 
claimed by the member in full discharge 
of liability of the fraternal and such dis- 
ability payment is claimed by the mem- 
ber and in due time is approved and 
paid, such payment discharges liability 
of the policy though, in the meantime, 
the member has died and payment re- 
ceived by the administrator. In the ab- 
sence of fraud, neither the fraternal nor 
the administrator is liable to death bene- 
ficiaries named in the certificate. 














Massachusetts Order Elects 


The Massachusetts Catholic Order of 
Foresters in the annual gathering at 
Swampscott, elected J. A. Cahalan of 
Dorchester as high chief ranger. Other 
new officers are: vice-chief ranger, R. J. 
Wheeler, Worcester; secretary-treasurer 
J. J. Forrester, Boston; senior conduc- 
tor, G. J. Scanlon, Holyoke; junior con- 
ductor, W. F. McCrystal, Medford; in- 
side sentinel, W. H. Harrison, Jr. Rox- 
bury; outside sentinel, Mrs. Agnes L. 
Broderick, Newton; medical examiner, 











Dr. Eugene F. Gorman, Watertown; 
chaplain, the Rev. H. M. O’Connor, 
Boston; counsel, W. J. Hickey, Jr., 
Brookline, and assistant secretary-treas- 
urer, Miss Frances M. O’Donnell, 
Brighton. 


Nash Named Area Chief at 
Meeting in Lexington, Ky. 








W. E. Nash, Roanoke, Va., was 
chosen counselor at the annual area con- 
vention of the United Commercial Trav- 
elers held in Lexington, Ky. Fairmont, 
W. Va., was picked as the 1938 conven- 
tion site. 

Other officers elected are: Junior 
counselor, W. A. Williams, Charleston, 
W. Va.; past counselor, A. E. Klebe, 
Wheeling, W. Va.; secretary, George F. 
Brown, Lexington; treasurer, S. M. 
Craig, Liecmiengy W. Va.; conductor, 
C. W. Lehew, Harrisonburg, Va.; page, 
Ce Alexander, Parkersburg, W. Va.; 











sentinel, I. T. Brewer, Roanoke, Va., and 
chaplain, E. L. Holmes, Bluefield, W. 
Va. 

Delegates attended from Kentucky, 
Virginia, West Virginia, Maryland and 
District of Columbia. 


Protected Home Circle in 
Quadrennial Meet, Detroit 


President S. H. Hadley and a number 
of other officers of the Protected Home 
Circle, Sharon, Pa., this week were at- 
tending the quadrennial convention 
being held in the Statler Hotel, Detroit. 
Mr. Hadley is up for re-election and 
without doubt will be continued in office. 
He is president of the National Frater- 
nal Congress. 


Operations Are Stopped 
DULUTH, MINN., June 17.— The 
district court of St. Louis county has 
permanently enjoined from further op- 














Rovar Neteupors of America 





@ One of the largest fra- 
ternal benefit societies. 
Membership 

561,964. 


@ Operates home for 
aged dependent mem- 
bers. 


Admitted Assets 
$58,048,400. 


@ Maintains fraternal 
fund to assist needy 
members. 


Total claims paid 
$94,722,569. 


@ Writes modern forms 
of life insurance for 
women, men and chil- 
dren. 


Insurance in force 
$406,902,762. 


@ Provides free health 


service. 


SUPREME OFFICE 
ROCK ISLAND, ILL. 











FORTY-TWO YEARS 


Or SERVICE 


Royal Neighbors of America was 
chartered as a fraternal benefit so- 
ciety in the state of Illinois on March 
21, 1895. Since that time the society 
has faithfully provided a dual service 
of insurance and true fraternalism for 
members numbering in the hundreds 
of thousands. 


The history of Royal Neighbors of 
America reveals that its fundamental 
principle of twofold service has been 
an outstanding success. This success 
is reflected in the steady growth of 
the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 











Our Own Home Office Building 


SE consistent growth since its organization in 1902 as a purely fraternal association, and now 


Assets, April - 19 
(I rae 144.35%) 
Insurance, Dec. 31, 1929 


(Increase 86.19%) 
During this period, the 





THIRTY-FIVE YEARS OF FRATERNAL SERVICE AND ACHIEVEMENT 


AID ASSOCIATION 


The Aid Association for Lutherans has en joyed 


$172,249,019.00 


Insurance in Force, with Total Assets of $22,798,548.29 


A REMARKABLE RECORD 


Assets, Dec. 31, ieee Race penecceccccece epedeccceccccocecscccocecccess $ 9,330,284.14 
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Ode ccccccceccccecococaccaqes $ 92,510,100.00 
odo ccccccctdssesodcedeecoes 172,249,019.00 


( 
Association paid $11,662,204.94 to certificate holders and beneficiaries. 


Insuranc®, Apel 3; 1967 66. oo loc cccccccccds 


FOR 


LUTHERANS 


(Legal Reserve Life Insurance) 


APPLETON, WISCONSIN 


22,798,548.29 
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erations the United Order of Foresters 
Disability & Funeral Benefit Associa- 
tion. The receiver was instructed to 
allocate funds among members. 





Two Ricemead in Nebraska 


The Women’s Catholic Foresters of 
Chicago and the Grand Carniolian Slo- 
venian Catholic Union of Joliet, IIl., 
have been licensed in Nebraska. 





Standard Life ‘Meets in Wichita 


The Standard Life of Lawrence, Kan., 
held a districts convention in Wichita 
with some 60 agents and executives in 
attendance. 


Ohio State Gives Prizes 


The P. J. Kieffer general agency Ohio 
State Life in Chicago, has been moved 
to larger quarters at 166 West Jackson 
a ea With E. M. Sinclair, Akron, 

Mr. Kieffer won $50 first prizes in 
ae quality production campaign. 

Mr. Sinclair won the prize for highest 
average points per $1,000 of business. 
Mr. Kieffer won a prize for the greatest 
number of points. Points were based 
on a minimum average rating of 60 
points per $1,000 of business. 








News OF LIFE ASSOCIATIONS 





Harrison Elected President 





Northern New Jersey Holds Annual 
Meeting in Newark—Report Mem- 
bership at Peak 





NEWARK, June 17.—L. D. Harrison, 
general agent Phoenix Mutual in New 
Jersey, was elected president of the Life 
Underwriters Association of Northern 
New Jersey at the annual meeting. 
Other new officers are: First vice-presi- 
dent, J. B. MacWhinney, associate gen- 
eral agent John Hancock; second vice- 
president, E. C. Hoy, manager Newark 
division Sun Life of Canada; secretary, 
E. D. Finch, Jr., manager of one of the 
Newark branches, Guardian Life, and 
treasurer, Irvin Relay, Mutual Life of 
New York. F. W. Henson, Provident 
Mutual, was elected for a one-year term 
on the executive committee, and Otto 
Carstens, Travelers, and R. E. Smith, 
Prudential, for two years. 

Reports showed membership was 305, 





the largest in history. C. J. Zimmerman, 
former association president who _ be- 
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Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 











ILLINOIS 








HARLEY N. BRUCE 


Actuary and Insurance Consultant 
Peoria, Illinois 














DONALD F. CAMPBELL 
Consulaing Actuary 
160 N. La Salle Street 
Telephone State 1213 
CHICAGO, ILLINOIS 
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Specialty, Income Taxes of Insurance 
Companies 


WILLIAM W. CHAMBREAU 

Consulting Actuary and Tax Consultant 

111 West Monroe Street, Chicago 
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CONOVER, GREEN & CO. 
Actuarial and Insurance Consultants 


120 South LaSalle Street, Chicago 


Chase S. Conover Telephone 
‘Walter C. Green in 3868 
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B. R. NUESKE 


Actuary and Insurance Consultant 
All Phases of the Business— 
30 North La Salle Street 


Chicago - 
Telephone State 0562 








aan 








HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 























MISSOURI 
T. C. RAFFERTY 


Consulting Actuary 
Actuarial, Agency and 
Management Problems 


915 Olive St. St. Louis, Mo. 
Tel. Chestnut 1437 [ 
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MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 
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Established 1865 by David Parks Fackler 
FACKLER and BREIBY 


Consulting Actuaries 


Edward B. Fackler William Breiby 
8 WEST #TH STREET NEW YORK 
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HARRY S. TRESSEL 

Certified Public Acocuntant and 

Actuary 1 

10 S. La Salle St., Chicago 
Telephone Franklin 4620 

















FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associates 
Fred E. Swartz, C. P. A. 

E. P. Higgins 


THE BOURSE PHILADELPHIA 


comes general agent Connecticut Mu- 
tual in Chicago, was made an honorary 
member. There was a one-minute silence 
in memory of the late J. E. Gibbs, for- 
mer general agent |Penn Mutual Life in 
Newark and association secretary at the 
time of his death recently. 

The annual outing will be held July 
23 at Mazdabrook Park, N. J., with 
prizes in the golf tournament and other 
events. H. Lawrence is chairman 
outing committee, C. J. Schmitz, chair- 
man of the games committee, J. B. Mac- 
Whinney chairman of arrangements. 
The next regular meeting will be early 


in the fall. 
* Ok 


H. L. Rogers Reelected as 


Indiana Association Head 





The annual meeting of the Indiana 
State Association of Life Underwriters 
was held at the cottage of H. L. Rog- 
ers, Equitable of New York, president, 
on the shores of Lake Maxinkuckee, 
Ind. Officers and members of seven of 
the ten member associations were pres- 
ent. 

The directors are E. E. Smith, Stand- 
ard Life, chairman; S. B. Gregory, Penn 
Mutual, Fort Wayne; H. G. Warvel, 
Lincoln National, Gary; Arnold Berg, 
Equitable of Iowa, Bloomington, and 


Geo. Byers, Connecticut General, Lafa- 
yette. 
Mr. Rogers was reelected president; 


H. A. Luckey, Life of Virginia, vice- 
president; F. P. Huston, & R. 
Service, executive secretary- treasurer; 
William Klusmeier, Western & South- 
ern, South Bend, recording secretary. 

John Cramer, deputy commissioner of 
Indiana, spoke. The afternoon was given 
over to golf and other outdoor enter- 
tainment. 

* * * 


Peoria Elects New Officers 


The Life Underwriters Association ‘of 
Peoria, Ill, at the annual meeting 
elected H. A. Shaw, Indianapolis Life 
manager, president. R. E. Davis, Aetna 
Life, was named first vice-president; 
Frederick Schnell, Penn Mutual, second 
vice-president, and J. W. Ross, Mutual 


Benefit Life, secretary-treasurer. New 
executive committeemen are: J. H. 
Pearce, Connecticut riage S. S. Mar- 


shall, Prudential; G. C. Fanning, Metro- 
politan; Herman Silzer, Equitable Life 
of Iowa; and William Tuggle, John 
Hancock. Holdover members are Harry 
McClarence, Connecticut Mutual; C. W. 
Reuling, Massachusetts Mutual; George 
Meier, Federal Life, and J. H. Wilson, 
national executive committee men. 


F. A. Stowe, editor Journal-Tran- 
script, spoke an “The ‘Trend of the 
Times.” Mr. Pearce, retiring president, 


was presented a scroll. 
*x * * 


Rosenthal St. Louis Head 


ST. LOUIS, June 17.—New officers 
elected by the St. Louis Association of 
Life Underwriters are: President, Adam 
Rosenthal, Connecticut Mutual Life; 
first vice-president, Phillip O. Works, 
Penn Mutual; second vice-president, W. 
Scott Smith, Massachusetts Mutual 
Life; directors Frank Vesser, Reliance 
Life; R. H. Deas, Mutual Life of New 
York; M. A. Nelson, Equitable Life of 
New York; Welborn Estes, Aetna Life, 
and J. M. King, New England Mutual 
Life. 

Grant Taggart, California-Western 
States Life, Cowley, Wyo., Million Dol- 
lar Round Table chairman, spoke on 


“Selling.” 
*x* * x 


May Have a Trust Council 


SAN FRANCISCO, June 17.—Com- 
mittees representing associated trust 
companies and the San Francisco Life 
Underwriters Association have been ap- 
pointed to consider the formation of life 





closer cooperation and service between 
the two groups. The underwriters com- 
mittee consists of T. A. Gallagher, Pru- 
dential, president of the association; J. 
M. Hamill, Equitable, N. Y., immediate 
past president; R. J. Shipley, Northwest- 


ern Mutual. 
* Xx 


Alabamans Plan Annual Meeting 


The annual meeting of the Alabama 
Association of Life Underwriters will be 
held in Birmingham at the Thomas Jef- 
ferson Hotel June 19. J. O. Ogle is 
retiring president. 

The program includes the following: 
“Why a Life Underwriters Associa- 
tion?” William Monroe, million dollar 
producer Union Central Life, New Or- 
leans; round table led by presidents of 
the Birmingham, Florence, Mobile, 
Montgomery, and Tuscaloosa associa- 
tions on their most serious problems; 
lunch and attendance at the Birming- 
ham-Chattanooga baseball game. Out- 
of-town delegates wil be guests of Bir- 
mingham managers, general agents and 
superintendents. 

New officers will be elected. 

* * x 
Form New Unit in Bluefield 


A life underwriters’ association is in 
process of organization at Bluefield, W. 
Va. It is to be affiliated with the Na- 
tional association. Isadore Cohen is 
temporary chairman and J. D. Thomp- 
son is temporary secretary. 

ee eee 


Fort Wayne, Ind.—The annual outing 
and election of officers is scheduled 
for the afternoon and evening of June 
17 at the Orchard Ridge Country Club. 
David Hostetter is now president. P. J. 
Knothe is chairman of arrangements, 

Two candidates are nominated for 
each office. They are: For president, 
S. B. Gregory and J. L. Armstrong; vice- 
president, J. D. Haynes and H. T. Cook; 
secretary, Miss Edwina Getty and T. P. 
Riddle, Jr.; treasurer, A. L. Hastings and 
Paul Southern. 

* * 

Clarksburg, W. Va.—Most sales include 
prospects, approach, interview and close, 
E. L. Mallon, agency assistant Massa- 
chusetts Mutual, stated in a talk at the 
monthly luncheon meeting. He was in- 
troduced by A. D. Hutton, who received 
the Massachusetts Mutual 25-year serv- 
ice emblem at the agents’ convention in 
Chicago. When an agent has made an 
intelligent and interesting approach, Mr. 
Mallon said, and in the interview has 
uncovered a need and suggested a solu- 
tion of the prospect’s problem, the next 
step, the close, is the pivotal point on 
which the sale hangs in the balance and 
the psychological moment to lead the 
prospect to immediate action. Motivat- 
ing influence must be brought to bear. 
Self-preservation and family well-being 
are two dominating influences. A human 
interest story, carefully selected, per- 
taining to the influence most likely to 
motivate him, should be told. ‘While 
most of us endorse the theory of motiva- 
tion in selling, few of us practice it in 
our field work,” Mr, Mallon said. “The 
business of selling’ life insurance is the 
business of teaching by example.” 

AS ok 

Decatur, Tll.—L. W. Rotz, Provident 
Mutual, has been elected president; N. P. 
Parkinson, Mutual Benefit, vice-presi- 
dent; T. B. Norris, Metropolitan, secre- 
tary-treasurer. The new directors are 
C. F.. Abrams, Herbert Hendricks and 
I. A. Wallins. Mr, Abrams is the retir- 
ing president. 

* * x 

Wichita, Kan. 
dent St. Louis Life association, spoke on 
“Settlement Options.” Leo Porter, Lin- 
coln National general agent, introduced 
Mr. Rosenthal. 

General Chairman Milton Stenstech, 
Business Men’s Assurance, reported on 
Life Insurance Week. Officers will be 
elected June 26. 

* OK Ox 

Columbus, 0.—Prof. H. H. Maynard of 
the department of commerce, Ohio State 
University, discussed business methods 
in life insurance. 

* * * 
Burlington, Vt.—H. C. Avery, general 
agent State Mutual Life, has been elected 
president, succeeding B. F. Garrity, Met- 
ropolitan Life, who becomes national 
committeeman. Other officers are: Vice- 
president, O. W. Hill, Union’ Central; 





treasurer, H. L. Hunt; secretary, D. V. 
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SALES IDEAS AND SUGGESTIONS 











Pointers Are Given for 


Keeping 


Good Business 





A top record for conserving business 
and writing new business on old policy- 
holders is held by H. J. Baum, man- 
ager Baum agency, Protective Life, 
Birmingham, Ala., and past president 
Birmingham Association of Life Under- 
writers. Mr. Baum had a renewal rec- 
ord for the production year of 89 
percent, leading all the company’s 
agents. For 25 years he never has been 
below 85 percent in renewals and in 
some years as high as 96 percent. 

Besides leading in writing new busi- 
ness on old policyholders last year, he 
also was third in personal production, 
this record being attained in addition to 
other duties. 


Active Near Renewal Rates 


Mr, Baum prevents lapses by selling 
his prospects thoroughly and then fol- 
lowing through with them from year to 
year, contacting them on every occasion, 
especially near renewal dates. 

“Every seasoned agent knows that 
business half sold by the half-baked 
agent in a majority of cases will go off 
the books within a short while,’ Mr. 
Baum said. “What does this mean? It 
is unprofitable business for the com- 
pany. The agent has lost a valuable 
asset in his renewals; he has not only 
lost a prospective client but has made 
a dissatisfied friend to life insurance, for 
his client has lost by the transaction. 

“The first duty of the agent, then, is 
to sell the prospect a contract best fitted 
to his need and to be sure that he has 
sold him intelligently. Then, again, at 
the time of delivery the insured should 
be so familiarized with his contract that 
he will feel that he has bought some- 
thing essential, substantial, tangible; 
something that will safeguard his family 
or his business. 


Checks Danger of Lapse 


“The second and most important 
duty, and one that I consider an obliga- 
tion of the agent to the insured, is to see 
that the insurance insures. By that I 
mean that the business is continued in 
force and not allowed to lapse. This 
may be prevented in a good many ways 
by the agent if he has a card system of 
his policyholders so that he will know 
when the premiums are due and will 
follow through on the unpaid premiums. 

“This can be done quite often by a 
telephone call, personal letter, or, if nec- 
essary, a personal visit, offering exten- 
sion of time, change of method of pay- 
ing premium, or, personal assistance or 
payment by the agent if the insured 
friend is ill or out of the city.” 

Many times Mr. Baum has paid pre- 
miums for policyholders, and has yet 
to lose a penny by so doing. 

Mr. Baum takes advantage of every 
opportunity to contact his policyholders, 
by mail, wire or personal call. He never 
forgets birthdays and changes of age; 
he gets in touch if they are in the hos- 
pital or have bereavements in their 
family. If a good policyholder opens a 
new place of business Mr. Baum sends 
roses as a business courtesy. He is a 
dealer in sentiment as well as insurance, 
and through this means has made per- 
sonal friends of hundreds of policy- 
holders. 

Mr. Baum’s policyholders had an op- 
portunity recently to get even with him. 
Newspapers carried a story that he had 
gone to a hospital for an operation. He 
was deluged with letters, telegrams and 

owers, mostly from policyholders. 

In the years that he has been in busi- 
ness his policyholders have scattered 
everywhere, but that doesn’t keep him 





from mailing them greetings on various 
occasions. He doesn’t hesitate to send 
a telegram and several cablegrams have 
gone out this year to policyholders in 
Europe. It doesn’t make any difference 
how sick or old the man may be. Mr. 
Baum doesn’t eliminate a policyholder 
from his mailing list just because he 
passes the insurable age or is in physical 
or financial difficulty. 


Tells Methods to Use in 


Selling Farm People 


George A. Sutherland of the New 
York Life works in Martin county, 
Minn., and has been in the business for 
almost 40 years. In the New York 
Life “Review” he tells about his work 
with the farmers as they represent 80 
percent of his clientele. He thinks that 
the country districts offer an industrious 
agent a good opportunity. His success, 
he says, is due chiefly to two factors, 
hard work and concentration of calls. 
He never spreads his effort over too 
large a territory. He takes along with 
him an assistant who is familiar with 
farm work and he takes the farmer’s 
place while Mr. Sutherland is talking 
to the prospect. It is impossible, he 
finds, to sell insurance to a farmer if he 
does not have his undivided attention. 

When Mr. Sutherland drives up to a 
farmer he tells him that the man he 
has with him is a first-class farmer, he 
does not want to delay the work in any 
way but Mr. Sutherland does desire a 
word. Usually the farmer gets into the 
automobile without any hesitancy. Mr. 
Sutherland tells a humorous story and 
then tactfully leads to life insurance. He 





thinks that humor is a great factor in 
thawing out a farmer’s natural sales re- 
sistance. 

Mr. Sutherland starts about 9 o’clock 
in the morning. He plans to buy his 
noon meal from a farmer whose child 
or wife he seeks to insure. He pays him 
well for the meal, eats lightly so that 
he can get his sales talk going before 
the group leaves the table. 

He watches closely to see whether 
the child or parent is most interested. 
If he sees a boy, for instance, who is 
inclined to listen very attentively he asks 
him if he would not like to have a pol- 
icy of this kind. He points out the 
method whereby a boy can save through 
this means. 

Mr. Sutherland endeavors to make 
friendly contacts as he goes along, gets 
information from his _ policyholders, 
reads the country correspondence in the 
local paper. When he hears of the mar- 
riage of a policyholders he goes out to 
arrange to change the beneficiary. This 
gives him an opportunity to suggest 
that he buy more insurance. As he 
drives around one name suggests an- 
other and so he keeps a fresh prospect 
list. He closes 75 percent of his cases 
on the first interview and 95 percent of 
the business is on an annual premium 
plan. 





Social Security Questions 

The question arises under the federal 
social security act regarding minimum 
benefits. Although the payroll tax As 
applied to every one, it is necessary that 
an employe work for five different cal- 
endar years and receives not less than 
$2,000 total wages to qualify for retire- 
ment benefits. Those not qualifying will 
be entitled to a lump sum payment of 
3%4 percent of their wages upon reach- 
ing retirement age. This applies to older 
men who are now nearing retirement 
age who may be prospects for annuities. 
It also affects young women who only 
work a few years before they are 
married. 





Salary Savings Plan Good 





There is considerable interest among 
life people in salary savings insurance, 
especially in some of the southern 
states. Several of the more prominent 
companies of Texas report good results 
along this line. Underwriters say that 
the system, after 10 years of experimen- 
tation, has been found practical and eco- 
nomically sound. 

However, defects remain to be ironed 
out. Until recently, many groups took 
advantage of this plan that should have 
been covered on the regular basis of in- 
dustrial insurance. These, such as small 
hotels, barber shops, filling stations, 
garages, groceries and dairies, required 
much pampering and nursing along by 
both company and agent. Due to opti- 
mism and desire for more business, and 
sometimes pushed ahead by an over 
eager agent, the companies put this busi- 
ness on the books, only to have it go 
off again fairly soon. 

Routine in establishment of a salary 
savings account under present day re- 
quirements is no longer a matter of 
guess work. Full and detailed informa- 
tion is first secured for observation by 
a selection committee trained in passing 
on financial responsibility, permanence 
and insurance probability. In addition 
to the report by the solicitor and his 
general agent, the credit report is stud- 
ied. If the group is passed, the agency 
and policy department must see to it 
that detailed requirements are met. After 
establishing the new account, the agent 
must continue to build and maintain 





good will and above all he must use 
every effort to add new contracts, these 
offsetting discontinued policies. How- 
ever, the volume should be kept above 
at least 10 policyholders, or it will be 
too costly to service the account. 

Lapse ratio on salary savings insur- 
ance is comparable to that of annual 
business on the regular basis, equal to 
semi-annual and much better than quar- 
terly or monthly, one survey showed. 
The setup can be tied in with presenta- 
tion of social security data, since both 
have a monthly basis. 

Salary savings insurance is easily 
adaptable to various plans of settlement, 
many groups being paid in instalments 
to correspond with seasonal incomes. 
Some accounts are paid two months at 
a time, 30 days for a period of six 
months. Others, such as school groups, 
are paid in seven, eight or nine instal- 
ments. Probably the most important 
talking point is that the deduction from 
one’s income for insurance is painless if 
taken out a small amount each month. 
This obviates the necessity of budgeting 
a certain payment each quarter or six 
months for those who live within a close 
margin. This is reflected in persistency 
of the business. 

Unlike group insurance, it is perma- 
nent in character and obtainable on any 
plan. It has the advantages of group 
without the inflexibility. Benefits of the 
plan can be taken advantage of by ex- 
ecutives as well as lesser employees; 
hence all will benefit. 











@ ALES IDEA®@ 


OF THE WEEK 





Stressing Premium Instead 


of Volume Is Best 


KANSAS CITY, June 17.— The 
Herbert A. Hedges agency of the 
Equitable Life of Iowa began in 1936 
emphasizing premium returns rather 
than volume for members of the sales 
force. Premiums were placed first on 
the bulletin board to show comparative 
standings, volume second. Whenever 
the agent brings in a case, the premium 
is checked first. In agency meetings it 
has been premium, not volume, that has 
been stressed. Consequently agents have 
grown increasingly conscious of the 
fact that when they go out to sell they 
are selling premium and not volume. 

The chief result, after 18 months of 
emphasis, has been the higher class of 
business that agents are submitting: 
more endowments, more on men at 
older ages, business that is more per- 
sistent. 


Idea Back of Plan 


Back of Mr. Hedges’s idea were these 
expectations, predicated from a number 
of years’ experience as a producer and 
general agent: 

(1) If the agent goes after premium 
rather than volume, he will sell a higher 
type of business. 

(2) Persistency of such business will 
be better. 

(3) The agent will sell more business 
because he is looking for it among per- 
sons better able to buy it. 

(4) It doesn’t require any longer to 
sell business with a high premium. The 
fact is, the prospect who is in the higher 
premium classification is easier to sell. 
He is more familiar with business mat- 
ters, and is in the habit of making up 
his mind about them, so that he does it 
with dispatch. The truck driver, laun- 
dry worker, and others unfamiliar with 
the basic structure of finance is likely 
to be uncertain and hesitant about mak- 
ing up his mind for that reason, 

(5) The agent makes more money 
from high premium business and is hap- 
pier. 

*x* * xk 


Survey Your Friends 


The Monarch Life of Canada sug- 
gests to its agents as a means of getting 
prospects to make a survey of their 
friends and acquaintances and ascertain 
whether they fall in to one or more of 
the 15 categories. It asks: Do you know 
any one who: 


1. Is heavily in debt. 

2. Has an estate which will require 
a great deal of cash before it can be 
cleared. 

3. Is a heavy endorser on commer- 
cial and personal paper. 
4. Has an _ estate 

property. 

5. Has purchased many equities with 
complete payments not yet made. 

6. Maintains a standard of living out 
of keeping with his income. 

7. Would be forced to pass on his fu- 
neral costs to father and mother. 

8. Has built a home, not yet paid for, 
of which he is very proud. 

9. Faces heavy estate taxes. 

10. Has invested chiefly in slow mov- 
ing assets which cannot be éasily liqui- 
dated. 

11. Would not be able personally to 
finance a long and expensive last illness 
—how will those who lend him the 
money be repaid? 

12. Is living so close to his budget that 


top-heavy with 
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no savings account is available for im- 
mediate cash for the widow. 

13. Is just out of school and receiv- 
ing his first income. 

14. Has borrowed money with which 
to make a start in business. 

15. Is supporting a close relative for 
the time being—would such a man not 
rather pay premiums for a few years 
than be called upon to pay illness and 
funeral costs? 








ASSOCIATIONS _ 


(CONTINUED FROM PAGE 22) 


McNaught, New York Life. H. M. Ban- 
croft, New York Life, Barre, president 
Vermont Association of Life Underwrit- 
ers, told of plans for the annual meeting 
of the state association in Burlington 
June 24. 

* * * 


Canton, 0.—G. C. Austin has been 
chosen president; P. S. Young, vice- 
president; C. E. Bidwell, secretary-treas- 
urer; A. J. Knoefler, W. F. Baehrens, 
William Hirsch and A. M. Weaver, di- 
rectors. 





* * * 


Oakland-East Bay (Cal.)—George Mor- 
tensen, Equitable Life of N. Y., was 
elected president; Gerald Whitaker, 
Travelers, first vice-president; Harold 
Breakenridge, Reliance Life, second vice- 
president; E. T. Engle, Prudential, sec- 
retary-treasurer; F. S. Siler, John Han- 
cock Mutual, reelected national executive 
committeeman, New directors are: J. l. 
Wilbur, New York Life; H. B. Caldwell, 
Mutual Life; T. A. East, California- 
Western States; Chester Sparver, New 
England Mutual; E. L. Durrell, Connec- 
ticut Mutual, and C. A. Moore, Aetna 
Life. Mr. Moore is retiring president. 

* * * 

Roanoke, Va.—E. D. Calhoun has been 
elected president; E. H. Peterson, vice- 
president, and Stephen Neas, secretary- 
treasurer. T. W. Evans is retiring presi- 


dent. 
* * * 


Union County, N. J.—New officers are: 
President, Donald M. Pearsall, Westfield; 
vice-president, Thomas Williams, Eliza- 
beth; secretary, Bert Miller, Elizabeth; 
treasurer, J. G. Mulford, Plainfield; ex- 
ecutive committee, H. D. Holmes, Sum- 
mit; Harry Heins, Canford, and Harry 
Rothberg, Plainfield. 

* * * 


San Antonio—New officers are: D. J. 
Farrell, Pacific Mutual Life, president; 
W. S. Symonds, State Mutual Life, vice- 
president; Ernest O’Hearn, Lincoln Na- 
tional Life, secretary, and W. J. Schna- 
bel, Jefferson Standard; Frank Falk- 
stein, Aetna Life, and Kennedy Dodds, 
Union Central, directors. C. J. Zimmer- 
man, J. H. Wilson and H. T. Wright have 
been endorsed for trustees and H. J. 
Johnson of Pittsburgh for vice-president 
of the National association. 

* * * 

Wheeling, W. Va.—These officers were 
elected: President, G. P. Finnegan, Met- 
ropolitan Life, succeeding F. T. Shep- 
herd, Penn Mutual Life; directors, R. B. 
Naylor, Neal Barton and W. F. Dorer. 

* * x 


Spartanburg, S. C.—Perrin Dargan is 
the new president; Stanley Teagle, vice- 
president, Charles Lutz, secretary; 
Grady Stewart, assistant secretary; F. P. 
Sessions, national executive committee- 
man, and Hoyt Prince, state executive 
committeeman. J. B. Cannon, president 
South Carolina association, was the 
guest speaker. 

*x* * 

Fort Dodge, Ia.—Hugh Zeigler, Central 
Life of Iowa, was elected president; 
D. P. Smith, vice-president; C. G. Blink, 
secretary, and L. H. Minkel, treasurer. 
The new vice-president is the only. re- 
maining charter member of the organi- 
zation, which was established in 1914. 

George T. Carlin, educational director 
Central Life, listed contributions of life 
insurance to the nation’s welfare. 

*x* * * 

Memphis — Earl Caldwell, Prudential, 
is the new president; William Vaughan, 
Jr., first vice-president; W. P. Brown, 
second vice-president; L. C. Callow, sec- 
retary, and L. C. Wade, treasurer; Steve 
Turnbull, national committeeman, and 
F. W. Whitner, state committeemen. 

*x* * * 


St. Paul—Carl Kleifgen, manager 
Metropolitan Life, was elected president. 
Other officers are: Vice-president, Al 


‘England Mutual; 





Breher, Northwestern Mutual Life; sec- 
retary-treasurer, A. G. Eaton, State Mu- 
tual Life; trustees, Carl Eckman, Massa- 
chusetts Mutual; Warren Johnson, 
Equitable of Iowa; Harold Ames, Pru- 
dential; T. H. Tomlinson, Bankers Life 
of Iowa. 
*x* *k * 


Houston—C. F. Hanson has been 
elected president. Ed Cross is vice-presi- 
dent, Barry Rose, treasurer. and H. E. 
Terry, secretary. + 

* * * 

Hickory, N. C.—B. E. Altman is presi- 
dent; J. K. Cole, vice-preSident; R. J. 
Johnson, secretary; C. E. Gwinn, chair- 
man finance committee. 


*x* *K * 
Greenwood, 8S. C.— DeVore Andrews 





was elected president of the new organi- 
zation in this place. The unit draws 
from seven counties. J. M. Watkins is 
vice-president and Julian White is secre- 
tary. 

* * * 


Lincoln, Neb.—The new president is 
H. A. Dillman, Security Mutual of Ne- 
braska; vice-president, C. D. Casper, New 
England Mutual; secretary, H. D. Gish, 
Travelers; national committeeman, R. 
D. Theisen, Northwestern Mutual. 

*x* *K x 


Wash.—Budd C. Long has 
been chosen president. He is general 
agent for Aetna Life. Harlan Peyton, 
New York Life, was chosen vice-presi- 
dent and William Smith, Penn Mutual, 
secretary. 


Spokane, 








AGENCY MANAGEMENT 





San Francisco Managers 
Group Holds Annual Outing 


About 30 general agents, managers 
and guests attended the first annual 
“playday” and dinner sponsored by. the 
San Francisco General Agents & Man- 
agers Association. T. A. Gallagher, 
Prudential, president San Francisco Life 
Underwriters Association, had low net 
score and tied with F. ‘C. Whatley, gen- 
eral agent Aetna Life, and V. T. Mot- 
schenbacher, Sun Life, for low gross. 
Commissioner Carpenter carried away 
the prize for being the “most optimis- 
tic,’ the prize being a pair of rose col- 
ored glasses. Other winners were J. W. 
Pearson, California-Western States, low 
gross in the high handicap division, with 
G. F. McKenna, Continental Assurance, 
low net. K. L. Brackett, general agent 
John Hancock, had high score, 136, and 
George Martin, Oregon Mutual, high 
score on one hole, 13. C. W. Peterson, 
Phoenix Mutual, was awarded a special 
prize for high score in the low handi- 
cap group. 

Speakers at the banquet included 
Commissioner .Carpenter, R. J. Shipley, 
Northwestern Mutual, chairman-elect of 
the general agents and managers section, 
and Mr. Motschenbacher, retiring chair- 
man. 


Texas Managers’ Program Set 

The Texas General Agents & Man- 
agers Conference annual gathering will 
be held at the Gunter hotel, San An- 
tonio, June 25, two days preceding the 
annual meeting of the Texas Association 
of Life Underwriters in that city. The 
program includes a sight seeing trip 
and a Mexican dinner and floor show 
the same evening. 

Talks include: “Successful Agency 
Contest,” A. C. Raines, agency director, 
Great Southern Life; “Life Insurance 
and Taxation,” W. E. Seale, accountant 
and attorney of Corpus Christi; “If You 
Write It—Conserve It;” H. R. Smith, 
manager Jefferson Standard Life, Hous- 
ton; “How General Agents and Man- 
agers Can Cooperate with the Insur- 
ance Department,” Hugh Farrell, in- 
vestigator Texas department; “Agency 
Selection,” R. Lee, vice-president 
and agency director Southwestern Life, 
and “Financing New Agents,” L. C. 
Bradley, vice-president and agency di- 
rector Fidelity Union Life. Mayor C. K. 
Quin will give the welcoming address. 


Scheuer Heads Cincinnati Unit 


CINCINNATI, June 17.—New offi- 
cers of the Cincinnati Associated Life 
General Agents & Managers, elected at 
the last meeting until fall, are: L. B. 
Scheuer, State Mutual, president; J. C. 
Benson, Union Central, vice-president, 
and R. C. O’Connor, Reliance Life, sec- 
retary-treasurer. The executive commit- 
tee also includes G. D. Randolph, New 
L. D. Fowler, Con- 
necticut Mutual; G. J. Woodward, 
Equitable Life, N. Y.; Ray Hodges, 
Ohio National; W. B. Ackerman, John 
Hancock Mutual; E. A. Hahne, North- 
western National. Retiring committee 
members are J. M. Gantz, Pacific Mu- 





tual, and B. C. Thurman, formerly with 
the Guardian Life, now assistant super- 
intendent of agencies Mutual Benefit. 


Peoria Group Elects Officers 


The Managers & General Agents Di- 
vision of the Life Underwriters Associa- 
tion of Peoria, Ill., has elected the fol- 
lowing officers: Frederick Schnell, Penn 
Mutual, president; W. M. Lateer, John 
Hancock, vice-president; J. W. Ross, 
Mutual Benefit Life, secretary-treasurer. 

O. Becker is retiring president. 


Detroit Outing-Session Planned 


DETROIT, June 17.— Four speakers 
will be presented at the last of the spring 
series of meetings of the Associated Life 
General Agents & Managers, to be held 
at Grosse Pointe Yacht Club June 22, 
under the general theme “How Shall We 
Get Our Production in the Summer of 
1937?” The program was arranged by 
a committee headed by A. A. Heald, 
Bankers Life of Iowa, and including 
H. C. White, Connecticut Mutual, and 
G. a Lackey, Massachusetts Mutual. 

W. Owen, Sun Life, will talk on 
“Genemer Sales ‘Contests :” C. R. Eckert. 
Northwestern Mutual, will answer the 
question “Who Are Our Best Summer 
Prospects?” Seth Ryan, Penn Mutual, 
will discuss “Getting a Week’s Produc- 
tion Between Tuesday Morning and 
Friday Noon” and A. C. White will 
answer the query, “How Should We 
Meet Present Day Spending and Other 
Investment Competition?” Golf and 
swimming will follow the business 
session. 


Marcusen Is the Utah Head 


C. R. Marcusen, president Pacific Na- 
tional Life, has been elected president 
of the Utah Life Managers Association. 
He succeeds W. A. Carter, Penn Mu- 
tual. C. F. Barrett, local Mutual Life 
of New York, was elected vice- -president, 
and V. H. Smith, Beneficial Life, secre- 
tary-treasurer. 

golf tournament was held in the 
afternoon and the day’s activities con- 
cluded with a banquet. 


Companies May Put Curb 
on Settlement Options 


(CONTINUED FROM PAGE 1) 


entirely (some companies have never 
had it); elimination of the guaranteed 
rate as suggested by Dr. Claude Benner 
of the Continental American Life; elim- 
ination of the guaranteed rate only on 
withdrawable funds; cutting the guaran- 
teed rate down to 2 percent or so and 
permitting approximately the present 
freedom; differentiating between with- 
drawable and non-withdrawable funds, 
as is already done by some companies; 
restrict or limit withdrawable funds, 
keeping present rates; making payee 
elections subject to consent of the com- 
pany. 

Mr. Grahame cautioned against abuse 
of creditor exemption privilege or 
“spendthrift trust” statutes now avail- 
able in 23 states and the District of 
Columbia. “The insurance public and 





the insurance world must not misuse this 
protection or the courtesy will be cur- 
tailed,” he warned. “Already we know 
there is a belief that the exemption from 
creditors should be limited in amount. 
Don’t try to be too fancy on tax 
schemes. Watch the large cases.’ 

Regarding New York’s exemption 
statutes, he said he hoped if these stat- 
utes are restated in the recodification, 
discrepancies between section 15 of the 
personal property law, which protects 
payments under settlement options, and 
section 55c of the insurance law, which 
protects annuities generally, will be re- 
moved. 


Makes Recommendation 


“TI believe that section 15, insofar as 
it relates to insurance, should be trans- 
ferred from the personal property law 
to the insurance law, where it is in all 
other states having such protection, and 
that several points about it will be 
clarified, such as who may elect to get 
benefits, the policyholder only, or the 
beneficiary as well. Also it could be the 
means of settling the disposition prob- 
lem if it were made to provide that the 
secondary beneficiary’s rights stand 
against those of heirs, spouses and lega- 
tees but not against creditors, assignees 
or incumbrancers. This would be in 
line with what the New York law pro- 
vides in the case of real property. Also 
the companies could be protected in 
such cases by having the law provide 
that creditors of a primary beneficiary 
would have no claim against a company 
unless they had filed notice with the 
company, as is now provided in New 
York’s section 55a.” 

Mr. Grahame predicted that further 
changes wil be made in the life income 
option to bring annuity yield more 
closely into line with current annuity 
experience. In spite of changes made a 
few years ago by many companies, life 
income options generally speaking are 
on more favorable basis than current 
annuity experience warrants, he said. 


Notes Adverse Selection 


A higher degree of adverse selection, 
financially and medically, occurs when 
the beneficiary elects the income option 
as compared with election by an ordi- 
nary annuitant, Mr. Grahame said. Fi- 
nancial selection arises from the fact 
the beneficiary is more likely to select 
the annuity option as against outside 
investments of proceeds and the times 
when the company is least able to earn 
a high yield on its investments. Mor- 
tality selection is greater than where the 
policyholder selects the option for his 
beneficiary and even greater than where 
a straight annuity is purchased. 

The reason for this, Mr. Grahame ex- 
plained, is that when a person buys an 
annuity outright he does so partly be- 
cause he thinks he will live to enjoy it 
and partly because of the skill of the 
salesman in persuading him that it is 
the thing to do. On the other hand the 
beneficiaries who select the mortality op- 
tion under modes of settlement are 
under little if any selling pressure and 
are much more likely to make a deci- 
sion made solely on their state of health 
and probable longevity, about which 
prospective annuitants seem to know a 
great deal. 

Among suggestions advanced by Mr. 
Grahame were elimination of all payee 
selections; making them subject to com- 
pany consent, which consent would be a 
matter of company practice at the time 
of the proposed election, or the offering 
of an annuity at rates current at the 
time the election might be desired. He 
pointed out, however, that the latter 
proposal would be in conflict with the 
present New York law which requires 
that all income option rates be set forth 
in the policy. 


Staff to Fete J. J. Magrath 


J. J. Magrath is being tendered a 
farewell dinner by the staff of the New 
York department June 26. He’ has been 
chief of the rating bureau_and has re- 
signed to join the firm of Chubb & Son. 





